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First Pro-D Competition 
Winds Up in Dead Heat: 
Second Round Underway 


New York—The first P/W 
Professional Development Com- 
petition ended in a tie between 
the two P.A.’s shown above—J. 
A. Crosby, of the Corrugated 
Container Div. of Union Bag- 
Camp Paper Corp., Trenton, 
N. J. and J. E. Petersen, of Bell 
Telephone Laboratories, Whip- 
pany, N. J. 


A second installment of 
the Competition is now 
under way. The problem, 
which will bring another 
winner (or winners) a Cer- 
tificate, appeared on page 
20 of the Nov. 6 issue of 
Purchasing Week. Dead- 
line for entries is Noy. 20. 


Award Certificates will be 
presented to the winners through 
(Turn to page 52, column 1) 


™ | Aluminum Makers 


Hike Minimum On 


Small Order Lots 


New York—Major aluminum 
producers raised quantity mini- 
mums on sheet and plate or- 
'ders from mills, effective today. 
|The move was expected to force 

many buyers to seek new sources 
of supply among distributors. 

Aluminum Co. of America 
touched off the action. Distribu- 
tors hailed the move, saying it 
would give them a “much-needed 
shot in the arm.” 

The producers set 4,000 Ib. as 
the minimum on all orders of 
standard size sheet and plate. 
Orders for quantities less than 
that amount, they said, would be 
turned over to distributors. 

The mills also will decline 
orders for nonstandard lots of 
less than 2,000 Ib., with the ex- 
ception of a few specialty items 
and alloys which distributors are 
unable to provide. 

The previous minimum order 


limit in both categories was 
500 Ib. 
Richard A. Sweet, Alcoa's 


general manager of marketing, 


said the change should divert 
nearly all small lot sheet and 


plate orders away from the com- 
pany’s mills and into the hands 
of its distributor outlets. He said 
the move will “relieve Alcoa’s 
(Turn to page 52, column 4) 


New Finishes Unveiled 
At Paint Plant Opening 


Pittsburgh—Within the next 
few months a score of new paint 
and coating materials will jump 
out of labs into salesmen’s sample 
cases. This was disclosed last 
week at the opening of Pittsburgh 
Plate Glass Co.’s Paint Div. labs 
in nearby Springdale. 

PPG researchers forecast a 
“continuing revolution in coat- 
ings and finishes” not only from 

(Turn to page 51, column 2) 


Purchasing Panorama 


®@ How Do You Handle the Tidal Wave of Mail that swamps 
so many purchasing departments? Most P.A.’s complain about 
the deluge, but few are able to do much about it. The spread 
on pages 30 and 31 shows how four companies deal with it. 


® ‘School for Strategists’ Challenges You this week with brain- 
teasers involving product designs fresh from the engineer's 
drafting table. Try your hand and see if you can come up 
with the right answers to these problems on page 32. 


@ Prices of Used Equipment Are Firming Up at auctions across 
the nation. P/W’s latest listing of resale prices on pages 42 
and 43 shows fewer bargains for buyers, but for P.A.’s sell- 
ing surplus equipment, it’s the best market in years. 


® Professional Development Is Coming of Age, writes P /W 
Consultant Robert C. Kelley. Kelley cites the recent Dist. 2 
conference in Dallas as an example of translating theory 
into an educational break-through. His report is on page 19. 
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How Key Industries View 1962 


Planned Capital Sales Forecast Current Unused 
Outlays (Pet. Incr.) 


(Pct. Incr.) Capacity (Pct.) 
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Steel: Negotiations a Long Way Off 
But Pressure Already Building Up 


Pittsburgh—In the nation’s steel capital, the 1962 labor bar- 
gaining pressures already are building up, although actual bargain- 
ing is not scheduled to start until late spring: 

® Top-ranking producer executives are appearing before audi- 
ences around the country armed with strongly-worded speeches 
replying, in effect, to President Kennedy’s no-price-increase edict 


of early September. 


sequences of governmental 
control.” 

@ Major producers, while un- 
happy because current ordering 
has failed to meet earlier expec- 
tations, nevertheless are talking 
up early 1962 as a period of pos- 
sible inventory hedge-buying. 

@ Industry spokesmen, in pri- 
vate conversations, as of now are 
expecting the United Steelwork- 
ers to hand the industry a list of 
monetary and fringe demands 
that at least will equal and prob- 
ably will exceed the estimated 
34¢/hr. package just wrapped up 
by Walter Reuther in the auto 
industry bargaining. 

For the time being, both 
dustry and union officials 
playing a waiting game. 


“price 


in- 
are 


Each 


| side shies from commenting di- 


rectly on the strategy of the other, 
(Turn to page 7, column 1) 


Systems Pricing by GE 

Schenectady, N. Y.—Gen- 
eral Electric Co. its breaking 
new ground by _ publishing 
prices for industrial process 
machinery on a systems basis. 
Electrical manufacturers pre- 
viously set prices only on com- 
ponents within a system 

The systems prices will be 
available in handbook sheets, 
Similar to those used by GE 
to provide buying information 
on individual products. The 
first handbooks, to be issued 
this month, will cover basic 
systems in the paper, metal 
rolling, rubber, mining, ard 
cement industries. 


The speeches emphasize the role of wages 
in prices and warn of the con-| 


On Stainless Steel Sheet 


Chicago — Midwestern stain- 
less steel sheet prices apparently 
are on their way up at the ware- 
house level after several months 
of profitless, cutthroat selling. 

In the past week or so, several 
large service centers—including 
Chicago Steel, Ryerson, Castle, 
and Rolled Steel—have lowered 
their discounts on this key item 
from 714% to 5%. The action, 
in effect, raises prices for stain- 
less steel sheet grades 202, 302- 


04, 304L, 316, 316L, and 430. 
These new moves follow 
closely on the heels of a com- 


plete discount removal by Jes- 
(Turn to page 4, column 2) 


|the mining, 
| munications 


$35.84 Billion Outlay 
Planned inAnticipation 
Of 7% Sales Increase 


New York Businessmen, 
foreseeing a sales pickup ahead, 
are planning to spend a near-rec- 
ord $35.84-billion for capital 
improvements in 1962—up 4% 
from this year’s estimates. Be- 
cause of the cost-price squeeze, 
much of the outlay will go toward 
modernizing existing equipment, 
rather than for expanded capac- 
ity. 

That’s the conclusion drawn 
from the newly released Mc- 
Graw-Hill fall survey of 1962-63 
plant and equipment buying in- 
tentions. The survey found busi- 
nessmen optimistic that they 
would not be paying much higher 
prices for the capital improve- 
ments. 

The  $35.84-billion figure 
would be just a shade under the 
1957 peak. 

Here are some of the highlights 
of the study: 

©1962 outlays—Manufactur- 
ing industries (led by steel) will 
show the biggest jump over the 
current year—with an over-all 
7% increase in spending. At the 
other end of the spectrum are 
railroad, and com- 
industries, where 


|gains are expected to be neglig- 


| ible (see chart above). 


Warehouses Cut Discount | 


@ 1963 outlays—Manufactur- 
ers already plan on spending 
almost as much in 1963 ($14.2- 
billion) as they will in 1962. 
This is particularly significant 
because plans so far in the future 
are usually preliminary, and gen- 
erally these plans are revised up- 
ward when final budgets are com- 
pleted. 

® Price outlook—The fact that 
businessmen see only a 2.6% in- 
crease in capital goods tags is 
regarded as a good omen by 
McGraw-Hill economists. They 
note: “Historically, capital goods 
prices rise faster than other prices 
during an inflationary period. 
Thus, if these prices are held 
down to a less-than-3% gain in 

(Turn to page 4, column 1) 


Purchasing Week’s 


Purchasing Perspective 


N anufacturers’ decisions to undertake sizable capital improve- 
I ‘| ment projects next year despite currently unused chunks 
of productive capacity underscore long-range trends of special 
significance to purchasing. Goal is to promote lower production 
costs and improve product quality by increasing production 
efficiency through replacement and modernization of present out- 
moded and costly-to-operate plant and equipment. 

In no single industry is this trend underscored more sharply 


than in steel (see chart and story above). 


The McGraw-Hill 


fall survey of capital spending plans for 1962 shows clearly 
that steel producers intend to move as quickly as possible to cut 
costs and meet prices quoted by their metal’s keen competitors. 


Steel producers admit that the 


need to assure their customers 


of future long-range price stability—in the face of increasing 


labor and other costs—is a pressing one. 


The major problem, 


(Turn to page 51, column 4) 


Purchasing Week Industrial Materials Price Barometer 
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This Week’s Commodity Prices 


METALS 

Pig iron, Bessemer Pitts., gross ton 

Pig iron, basic, valley, gross ton 

Steel, billets, Pitts., net ton 

Steel, structural shapes, Pitts., cwt 

Steel, structural shapes, Los Angeles, cwt 
Steel, bars, del., Phila., cwt 

Steel, bars, Pitts., cwt 

Steel, plates, Chicago, cwt 


Aluminum, pig, Ib 

Secondary aluminum, #380 Ib 

Copper, electrolytic, wire bars, refinery, Ib 
Brass, yellow, (sheet) Ib 


Lead, common, N.Y., Ib 

Nickel, electrolytic, producers, Ib 
Tin, Straits, N.Y., Ib 

Zinc, Prime West, East St. Louis, Ib 


FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y., barge, bbl 

Heavy fuel, PS 400, Los Angeles, rack, bbl 

Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount) 


Gasoline, 92 oct. reg., Chicago, tank car, gal 
Gasoline, 84 oct. reg., Los Angeles, rack, gal 
Kerosene, Gulf, Cargoes, gal 

Heating oil #2, Chicago, bulk, gal 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton 
Benzene, petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. Ib 
Glycerine, synthetic, tanks, Ib 


Linseed oil, raw, in drums, carlots, Ib 

Phthalic anhydride, tanks, Ib 

Polyethylene resin, high pressure molding, carlots, Ib. . 
Polystyrene, crystal, carlots, Ib 

Rosin, W.G. grade, carlots, fob N.Y. cwt 

Shellac, T.N., N.Y. Ib 


Soda ash, 58%, light, carlots, cwt 

Sulfur, crude, bulk, long ton 

Sulfuric acid, 66° commercial, tanks, ton 
Tallow, inedible, fancy, tank cars, N.Y. lb 
Titanium dioxide, anatase, reg. carlots, Ib 


PAPER 

— paper, A grade, Eng finish, Untrimmed, carlots, 
cwt. 

Bond paper, #1 sulfite, water marked, 20-lb, 16-carton 
lots, cwt. 

Chipboard, del. N.Y., carlots, ton 

Wrapping paper, std. Kraft, basis wt. 50 Ib rolls 

Gummed sealing tape, #2, 60 Ib basis, 600 ft. bundle. . 


BUILDING MATERIALS 


Nov. 8 Nov. 1 


67.00 

66.00 

80.00 
5.50 
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5.30 
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(Price sources include: Coal Age, EXMJ Metal and Mineral Markets, Engineering News-Record, 


Platts Oilgram Price Service.) 
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MPORTS AND PRICES—More and more metals are feeling the heat of 
foreign competition. Current weakness in three major metals, for example, 
can be traced back to overseas sources: 

@In lead—Slumping London prices, which dropped as far as 3',¢ below 
U.S. tags, were primarily responsible for the recent declines in U.S. lead. This 
differential had enabled foreigners to sell such key items as lead sheet for 
as much as 4¢-5¢/Ib. below the comparable domestic product. 

@ In aluminum—Canadian and European producers were the prime movers 
in the recent September reduction in aluminum and aluminum products. The 
2¢ reduction by Aluminium, Ltd., of Canada, for example, left U.S. pro- 
ducers with no alternative but to cut. Equally influential has been the con- 
tinuous undercutting of U.S. prices by continental producers. 

@ In steel—The nervousness among domestic suppliers stems not so much 
from current situation, but from what they see ahead. A P/W roundup last 
week, for example, revealed that foreign steel suppliers are planning a 
stepped up sales drive (based on lower prices) by early 1962. With European 
mills mapping production cutbacks as high as 20%, some think the price 
competition could start even earlier. 

Worldwide gluts are behind all of these developments. For the first time in 
history, foreign metal producers find themselves in the same boat as their 
American counterparts—too much capacity, not enough demand. 

Their solution: Hit American markets with renewed vigor. The result: A 
jumpy price pattern that is likely to persist through most of 62. 


LABOR COST ROUNDUP—1961 is shaping up as the first postwar year 
where recovery is not ushering in inflationary wage increases, 

If current pattern persists, wages this year will run only some 242% above 
average 1960 levels. That’s in sharp contrast to the “4% plus” increases 
racked up in the previous two recovery years—1955 and 1959. 

The 242% straight wage increase figure now seems to be recognized by 
most labor unions. Thus, the United Auto Workers (UAW) in recent wage 
talks settled on this percentage, with the only serious haggling coming on 
fringes and cost-of-living bonuses. 

The insistance of the UAW on keeping the controversial cost-of-living 
escalator clause in auto contracts didn’t come as any great surprise, for this 
has been almost as effective as the annual wage improvement factor in provid- 
ing wage increases to industrial workers. 

Thus, in the past 13 years, cost-of-living adjustments have meant 51¢/hr. 
in the pockets of workers—not far below the 64¢/hr. the workers received 
from basic wage clauses, 

eee 


STOCKPILE WOES—Government economists are wrestling with two key 
stockpile problems—(1) rubber disposal and (2) soaring carrying costs. 

Decision to sell up to 5,000 tons of rubber each month when the price is 
below 30¢/lb. has stirred up a hornets nest. Protests from producer countries, 
plus weakening prices (latest level for smoked sheets is about 13% below a 
year ago), will probably make stockpilers tread lightly in disposing the excess 
rubber in coming months. 

Another big worry these days is what to do about soaring stockpile carry- 
ing charges. According to the Joint Committee on Reduction of Nonessential 
Expenditures, Uncle Sam shelled out a $47-million in fiscal °61 to maintain 
its $14-billion worth of farm and strategic materials. 

What’s worrying some lawmakers is that this figure may go even higher. 
Increased farm supports, they say, could bring the total above the $50-million 
mark. 
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Goodyear Slashes List on Truck Tires; 
Little Effect Seen on Actual Prices 


Akron, Ohio—Goodyear Tire 
& Rubber Co. reduced list prices 
on its truck tires from 5% to 
23%, but the change is expected 
to have little, if any, effect on 
actual selling prices. 

Reason: List prices on the big 
tires are only a base from which 
dealers work to figure discounts. 
Veteran sales executives say the 
price structure for truck tires 
seldom has been so weak as it 
is today. Discounting, they add, 
is wilder than ever in an industry 
long known for discounts. 

[he Goodyear price changes 
cover all sizes of truck and some 
sizes of off-the-road tires, but do 
not affect list prices on tires for 
passenger cars or farm equip- 
ment. Other tire manufacturers 
are expected to follow the lead of 
Goodyear, which is the industry’s 
largest producer. 

Goodyear trimmed list prices 
5% on the small 7'4-in. 
section truck tires in both 14-in. 
and 15-in. sizes. List prices 
were reduced 23% on the 8.25- 
20 through 11.00-20 sizes, while 
dealer prices were cut 12%. The 
list on the large off-the-road cas- 
ings was cut 6%. 

O. E. Miles, Goodyear vice 


cross 


Price Briefs 


Textiles—Heavy demand may 
soon raise prices on several key 
items. Experts see a 2¢-2'%2¢, 
yd. rise for corduroy and a 3¢/Ib. 
across-the-board increase in mer- 
cerized yarns. 


Lighting — General Electric’s 
Large Lamp Dept. is reducing 
the list prices of six of its most 
popular “Bonus Line” type white 
and = color-improved = mercury 
lamps for street, highway and in- 
dustrial lighting. Lamps affected 
include two 400-w. white and 
color-improved types, reduced 
from $20 to $18.50; two 250-w. 
white and color-improved lamps, 
from $21 to $20; and two 175-w. 
white and color-improved lamps, 
reduced from $17 to $16. Re- 
ductions are attributed to pro- 
duction economies. 


Dynel—Union Carbide is re- 
ducing tags on Dynel modacrylic 
fiber from 15¢-40¢/lb. This syn- 
thetic material is used in shells 
of coats, industrial filters, and 
paint roller covers—and is con- 
sidered competitive with Orlon 
and Acrilan. 


Steel imports—Weaker prices 
are reported on the Continent— 
as demand and backlogs dwindle. 
Reductions which range as much 
as 17% for Belgian wire rod 
could eventually influence the 
American market. 


Helium—The Bureau of Mines 
is raising prices on helium gas 
to commercial buyers 84°, et- 
fective Nov. 18. The gas which 
is used commercially in welding 
will go up from the current $19 
per thousand cu. ft. to $35. 

Grinders—Rising costs are 
forcing several producers of 
grinders (both cylindrical and 
surface) to boost prices by as 
much as 7!.%. Companies in- 
volved include: Landis Tool, 
Parker-Majestic, R-O Mtg . Gall- 
meyer & Livingston, Mattison 
Machine Works, and Thompson 
Grinder. 

13, 1961 
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This Week’s Scrap Prices 


president, said the purpose of the 
adjustment is to bring the com- 
pany’s list and dealer prices on 
its truck tires more in line with 
actual selling prices in the cur- 
rent market. 

“Our aim is to make the list 
prices more realistic; to narrow 
the gap between what the list 
says and what the consumer pays. 
We are seeking stability in pric- 
ing, and we want to be fair to 
both our customers and our 
dealers,” Miles added. 


Steel, #1 hv, divd Pitt, ton 

Steel, #1 hv, divd Clev, ton 

Steel, #1 hv, divd Chic, ton 

Copper, #1 wire, dir buy, fob NY, Ib... 
Copper (hv) & wire mix, dir buy, fob NY, Ib. 
Brass, light, dir buy, fob NY, Ib 
Brass, hv yellow mix, dir buy, fob NY, Ib. . 
Alum (cast), mixed, dir buy, fob NY, Ib... .09 .09 
Alum (sheet), old clean, dir buy, fob NY, Ib. 09 


Rubber, mix auto tires, dlvd Akron, ton... . 
Rubber, synth butyl tubes, East, divd, lb... 
Paper, old corrug box, dir, Chic, ton. ... 
Paper, #1 mixed, dir, NY, ton 
Polyethylene, clear, dir, NY, Ib. 
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Prices of Epoxide Resins 
Cut by British Concern 


London—Leicester, Lovell & 
Co., Ltd., an associate of Borden 
Chemicals, has cut epoxide resin 
prices, both domestic and export, 
by 7¢/lb.—a_ reduction of 
around 6%. 

New price of the “Epophen” 
resins is 84¢/lb., with higher 
prices for smaller quantities. 

Shell Chemical Co., Ltd., cut 
the price of its “epicote” liquid 
resin by $156.80/long ton to 
$1,881.60/long ton—an &% 
slash. But its solid resin prices 
are either unchanged or reduced 
by about 1%. Export prices are 
unaffected. 


Now-—‘Crane Teledyne” motor operator for valves 


it’s new and only from Crane! 

Today Crane is the only full line valve 
manufacturer that offers its own motor 
operator; this simplifies and speeds up 
your ordering and installation. And you 
get undivided responsibility for perform- 
ance from one manufacturer. 

“Crane Teledyne” was designed to 
provide torque only (thrust is taken on 
valve parts). This feature results in lower 
cost, smaller size and less weight than 
other operators with comparable output 
ratings. 

We specifically designed “Crane Tele- 
dyne” for a wide variety of Crane valves 


You can order it in two ways: as a conver- 
sion kit to motorize present valves in 
minutes; or fully motorized Crane valves 
straight from stock. 

The motor operator is equipped to act 
as a gear-operated valve (4:1 ratio) in case 
of electrical emergencies. Available with 
push-button control or can be programmed 
for automated operation. 

For full information, call your Crane 
distributor. Or write Crane Co., Indus- 
trial Products Group, Dept. N, 4100 So. 
Kedzie Ave., Chicago 32, Ill. In Canada: 
Crane Ltd., 1170 Beaver Hall Square, 
Montreal, Que. 
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Near-Record Capital Outlays Planned for 1962 | Packaging Film Suppliers Accuse 
Machine Makers of Dragging Feet 


(Continued from page |) 
1962, it augurs well for 
economy as a whole.” 

@ Capacity — Manufacturers 
are now Operating at only 81% 
of capacity. This is significantly 
higher than at the end of 1960, 
but still well below the 94% 
levels at which companies say 
they would prefer to operate. 
This also supports the feeling 
that price rises will be negligible 
over the next 12 months. 

@Sales outlook—Manufactur- 
ers on the whole are optimistic 
about sales in the coming year. 
Led by nonferrous metals, they 
expect over-all physical volume 
of sales to increase 7%. 

Judging from the results of a 
companion McGraw-Hill survey 
of equipment manufacturers, pre- 
dictions of hefty 1962 capital 
spending gains have a pretty 
good chance of materializing. 
These suppliers, who generally 
have an advanced “feel” of the 
market, see machinery bookings 
in the first three quarters of 1962 
running 17% higher than the 
comparable period this year. 


the 


Emphasis on Machines 

In addition to verifying the ex- 
pected plant and equipment up- 
trend, these new order estimates 
also point up the growing em- 
phasis on machinery at the ex- 
pense of plant expansion, for this 
anticipated 17% increase is well 
above the aggregate 1962 plant 
and equipment prediction (7% 
for manufacturing industries). 

This is not unexpected in light 
of the cost-price squeeze faced 
by most businessmen. Top man- 


agement has evidently decided | 


the only way to lick the squeeze 


is through the cost side—via 
modernization and installation | 
of new automated equipment. 

The fact that manufacturers 
are looking forward to a healthy | 
7% increase in sales may also| 
be behind the capital outlay rise. | 
For, according to the McGraw- 
Hill survey, business spending 
for plant and equipment tends 
to follow sales curves quite 
closely. 


Plans Impressive 


But whatever the motivating 
force modernization, better 
business outlook, or a combina- 
tion of both—the fact remains 
that some of the industry capital 
expenditure increases scheduled 
for 1962 are pretty impressive. 

Steel, for example, plans a 
huge 15% increase next year. 
It’s a gain that can hardly be! 
explained on the basis of need 
for additional capacity, for the | 
survey shows that steel is still 
operating with more than 25% 
of its facilities unused. 

The McGraw-Hill survey sums 
it up this way: “The continued 
high level of investment by the 
steel industry points to a con- 
tinued concern with the updating 
of obsolete facilities and install- 
ing cost-cutting equipment.” 

The highest percentage  in- 
crease planned by any maijor| 
industry is in fabricated metals 
and instruments (up 18% over 
1961). Instrument producers will | 
clearly benefit from continued 
automation of production, and 
are gearing their investment 
sights toward this growth. 

Textiles are another pleasant | 
surprise. Despite the fact that| 
the survey was taken before the 


Steel Warehouses See Inventories 


Going Up About 5% by Year-End 


Cleveland—Stee! warehouses 


expect to increase inventories by | 


about 5% between now and the 


first of the year, according to the | 


Steel Service Center Inventory. 

Warehouse men caution, how- 
ever, that the increase should 
not be considered the start of a 
trend. In the first place, they say, 
the increase is much too modest. 
Secondly, it has no regional pat- 
tern. 

This means the over-all gain 
will be the result of highly 
individual, warehouse-by-ware- 
house decisions. Factors involved 
include: 

What the individual warehouse 


executive expects his customers | 
to do in December; the operat- | 
ing rate of his mill suppliers; what | 


products he has trouble getting 
on short notice, and his own fi- 
nancial position. 

Looming over these considera- 
tions is the individual warehouse 
operator’s estimate of the chan- 
ces for a prolonged steel strike 
next summer. 

Prices are believed to have 
little to do with the modest in- 
crease in inventories. Trade 
sources point out that there was 
no buildup last September, when 
the odds favored price hikes even 
more than now. According to 
Robert G. Welch, executive vice 
president of the SSCI, the inven- 
tory increase will consist mainly 
of items which the mills roll on 
an infrequent basis, such as heavy 
plates, large rounds and _ heat- 
treated alloys. 
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| Most 
house men believe there will be 
| few, if any, price hikes until after 
|industry labor contract negotia- 
| tions next year. 


Discounts Reduced On 
Stainless Steel Sheet 


(Continued from page 1) 
sop’s Steel Warehouse Div. on 
Oct. 16. Most warehouse sup- 
pliers are still skeptical whether 
the market has improved enough 
to warrant such a change which, 


Warehousemen how- 
ever, that higher prices are 
needed badly. Ever since Au- 
gust when discounts hit 744%, 
distributors have been trying to} 
operate with prices only 214% | 
above cost—and have found it| 
virtually impossible. | 
The trouble, according to one 
| distributor, is that it takes close 
ito 5% just to process an average 
\order. This expert doubted that 
any seller could offer much more 
ithan a 5% discount and still) 
come up with any profit. 
| Despite this fact, sellers in 
other parts of the country are still | 
adopting a wait-and-see attitude. | 
| Their position is summed up by | 
‘one New York distributor who| 
‘told P/W: “It’s still a fiercely | 
|competitive buyer’s market as far | 
|as we're concerned. We couldn't | 
| possibly make any increases stick 


agree, 


along.” 


proved level 


Cleveland area ware-| 


announcement of accelerated 
writeotfs, this industry showed a 
10% increase in plans for 1962 
spending. Current better sales 
performance, plus the fact that 
approximately 75% of textile 
manufacturers’ equipment is over 
10 years old, help explain this 
projected increase. 

Only two manufacturing in- 
dustries plan any reduction—and 
even here the situation is far 
from gloomy. Thus, even with 
the 9% reduction plan by elec- 
trical equipment manufacturers, 
investment by this industry will 
still be the second highest on 
record. 

The other decline (2% for 
chemicals) is regarded as negli- 
gible, considering the rapid 


Detroit — Packaging material 
suppliers hit out at equipment 
manufacturers for “failing to 
keep pace with progress in mate- 
rials technology” as 220 exhibi- 
tors showed their wares here last 
week at the Packaging Machinery 
Manufacturers Institute exhibit. 

Polypropylene film producers, 
pushing hard to open up new 
markets for their products, were 
especially critical of the ma- 
chinery makers. “Not only must 
we manufacture and sell the 
film,” one supplier told PURCHAS- 
ING WEEK, “but we are obliged 
to develop adapters and conver- 
sion units for existing wrapping 
machines.” 


growth in recent years. This in- | 


dustry, says McGraw-Hill, has | 


spent well over $1-billion in 


/every year of the past decade. 


Nonmanufacturing Less Bullish | 


The outlook for nonmanufac- 
turing industries is somewhat 
less bullish—showing only a 
2% gain over-all. In fact, min- 
ing industries expect to spend 
only the same amount as they 
did this year, with a boost by 
iron ore and coal companies offset 
by declines in the nonferrous and 
nonmetallic mining areas. 

Railroads plan to invest 1% 
more in 1962, reflecting an im- 
of rail traffic in 
earnings since the recession. In 
other transportation, trucking 
and buslines expect to spend 
more next year, while airlines 


/expect to reduce outlays sub- 


stantially. 
The capacity findings of the 


survey are particularly significant 
|as far as competition and prices 


are concerned. With almost 20% 
of total U.S. productive facili- 
ties still idle, the study sees little 
possibility of any switch back to 


a sellers’ market and sharp price | 


rises. 

In some hard goods industries 
the capacity problem is partic- 
ularly acute. The transportation 
industry, for example, is operat- 
ing with 29% of capacity unused. 
Steel and nonelectrical equip- 
ment aren’t far behind with 26% 
figures. 

In soft goods area, the prob- 
lem is much less pressing. Only 
the chemical industry is operating 
with more than 20% of capacity 
unutilized. Paper shows the low- 
est figure with only 10% of ca- 
pacity idle. But since preferred 


t |operating rate in this industry 
in effect, boosted prices by 714%. | 


is 100%, that still leaves a sub- 
stantial gap between what the 
industry is producing and what 
it would like to produce. 


Bread, First Breakthrough 
Bread wrapping has developed 
| into the first major use for poly- 
propylene, but film producers en- 
| vision additional uses soon if ma- 
chinery manufacturers will join 
in the development of new me- 
chanical devices. Most polyprop- 
ylene wrapping jobs are taking 
| place on machines originally de- 
|signd for cellophane and wax 
| paper—later changed to use poly- 
| ethylene—according to film sup- 
| pliers. 

| Another film maker summed it 
|up this way: “Machinery people 
| have only just now decided that 
| polyethylene is here to stay and 


French Steel Producers 
Put Price Pressure On 
Other European Mills 


Bonn—Competition from sub- 
| Sidized French steel millers is 
\forcing other European steel 
|processors to reduce prices on 
|some grades of cold and _ hot- 
rolled products. 

First to break under the severe 
|price pressure appears to have 
'been the Dutch concern, Nieder- 
laendische Hoogoven, which last 
|week reduced prices 7.1% for 
heavy-gage steel plate and 5.8% 
for medium plate. 
| Stahlwerke Suedwestfalen, A. 
|G., in Geisweid, followed by 
|cutting prices for hot and cold- 
rolled chrome-nickel sheets from 
1% to 6.4%. The 


chrome-steel plate rolled by the | 


same works also was reduced by 
just over 1%. 

| At about the same time, one 
of France’s largest producers of 


‘cold-rolled stainless steels, So- | 


'chrome-nickel plate by 2% to 
9% depending on gage and qual- 
| ity. 


Weekly Production Records 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 
Residual fuel oil, thous bbl 
Gasoline, thous bbl 

Petroleum refineries operating rate 
Container board, tons 
Boxboard, tons 

Paper operating rate, % 
Lumber, thous of board ft 


Bituminous coal, daily aver thous tons 
Electric power, million kilowatt hours 
unless all of the suppliers went| Eng const awards, mil $ Eng News-Rec 
| *Revised 
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. 78.8 


Year 
Ago 
1,478 
152,092 
18,854 
7,830 
12,362 
5,897 
27,785 
80.0 
160,686 
94,683 
95.8 
225,662 
1,359 
13,982 
314.5 


Week 
Ago 
2,057 
167,179* 
26,448* 
8,146 
13,462 
5,612 
28,971 
81.9 
187,427 
104,676 
332° 
229,778 
1,437* 
15,263 
527.0 


Latest 
Week 
2,044 

160,795 
27,102 
7,834 
13,504 
5,499 
28,116 


193,841 
95,044 
94.5 
237,160 
1,498 
15,396 
255.4 


price of | 


| ciete Ugine, lowered prices of its | 


are cashing in on it by designing 
equipment for its use. We have 
no idea when they will come 
around to recognize polypropyl- 
ene in the same way.” 

Machinery men queried about 
the complaint of the material 
suppliers told P/W: “We can’t 
afford to spend hundreds of 
thousands of dollars developing 
machinery until we have a pretty 
good idea that our investment 
will pay off.” 

Several new films, tailored to 
existing machinery were intro- 
duced at the show. AviSun Corp. 
exhibited a high slip polypropy- 
lene film designed especially for 
high speed machines which, the 
company claims, will permit wide 
scale use of the film in the bag 
and liner field for the first time. 
Foods and textile soft goods were 
quoted as prime market possibili- 
ties. 


Mylar Film 


DuPont introduced a new type 
of Mylar polyester film developed 
specifically for make-and-fill 
packaging machinery. The film, 
designated M-26, has an im- 
proved polymer coating on each 
side which is said to eliminate 
sticking. Greater seal strength is 
designed to enable using the film 
for dump-filling up to 2 lb. of 
product in a bag. The 50-gage 
film has a yield of 21,000 sq. 
in./lb. and costs $2.25 lb. 

Shrink film packaging equip- 
ment manufacturers offered some 
of the keenest competition at the 
show. These machines pass prod- 
ucts wrapped in specially formu- 
lated plastic through a heat tun- 
nel which shrinks the film to the 
contour of the product. 


Shrink-Wrap Units 


Two new shrink-wrap units 
were exhibited by Reynolds 
Metals Co. and Pratt Mfg. Corp. 
The Reynolds machine, called the 

|Campbell Wrapper, was built by 
| Hudson-Sharp. It is particularly 
| adaptable to packaging cans and 
'cannisters into a cluster at about 
80 packages per minute. It 
wraps the product in a sheet of 
plastic film from a continuous roll 
before the heating and shrinking 
| operation. 
With conveyors, the unit sells 
‘for about $20,000. Reynolds’ 
polyvinyl! chloride film, 2 mil. 
sells for $1.25/Ib. 

The Pratt machine feeds the 
| product down a formed tube to 
|a mandrel where it is bagged and 
sealed. Cycle is about 30/min. 
‘depending on the size and the 
type of the product. Heating for 
shrinkage requires another step. 
Base price of the machine is 
$7,000. 

Mira-Pac, Inc. built one of the 
fastest operating machines at the 
show. A new machine for pack- 
aging free and semifree flowing 
dry and semidry products, it 
spews out 170 cellophane bags, 
up to 10 x 6 in. per minute. Base 
price for the compact machine is 
$5,950. It measures a diminu- 
tive 51 in. high, by 33 in. witle 
and 44 in. deep. 

Fully automatic blister sealing 
machines were also unveiled for 
the first time by Wirth-Rhodes 
Corp. They handle cards up to 
15 x 12 in. in a full line of blister 
sizes and will produce up to 3,600 
/or more finished blister packages 
per hr. 
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PURCHASING AGENTS... 


toy 


Plenty ...in any currency. That’s why purchasing agents are using. Emery Air Freight to maintain 


“hot list” parts and materials in adequate supply while keeping inventories at a cost-saving mini- 
mum. Emery gives same day or overnight delivery anywhere in the nation. Emery now enables 
you to go far and wide for new suppliers, to shop for the best at-minimum cost. Plan now to take 
advantage of the speed and reliability of Emery by specifying “Ship Emery Air” on shipments from 
your vendors. To find out how much faster Emery can deliver your purchase order from anywhere 
in the country, call your local Emery man, or write... : 


EMERY AIR FREIGHT 


801 Second Avenue, New York 17, New York Offices in all principal cities. 
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Washington Perspective 


new U. S. trade policy is emerging from the Kennedy 

4 Administration. What it portends—if Congress can be gon- 
vinced to go along—is freer trade resulting from a cut in import 
tariffs, and a greater flow of goods to and from the U. S. 

Emergence of a unified European economy is bringing the 
issue to a head. Administration planners see two—not one— 
super economies dominating the free world within a few years. 
Together, West Europe and the U. S. will control about 90% of 
the industrial trade of the free world. 

Cut-throat competition is out of the question. The answer, 
the Administration feels, is cooperation. 

So, the White House has just about decided that it will not 
seek renewal of the Reciprocal Trade Act in Congress next year. 


Instead Kennedy wants broad authority to offer reciprocal tariff 
reductions on wide categories of industrial goods instead of on 
an item-by-item basis. The extent of authority to reduce tariffs 
has not yet been decided. The White House will take the tem- 
perature of Congress before making this key decision. 

In addition, Kennedy will seek authority to bargain on tariffs 
directly with nations outside the European Common Market 
on a variety of goods of special interest to them. 

Congressional leaders believe Kennedy has a chance to get a 
good deal of what he wants, despite a rise in sentiment to protect 
domestic goods from lower priced imports in recent years. 

The fight may take two years, with protectionists in Congress 
putting off defeat as long as possible. In the long run, however, 
lower tariffs seem bound to result. 

e . e 


The Administration has just about decided that higher tolls 
are not the answer to St. Lawrence Seaway problems. Instead, 
officials will launch shortly an intensive promotion campaign to 


VALUE ANALYSIS 
°° CHECK LIST 


FOR BRAZING-ALLOY USERS 


Handy & Harman welcomes the growing 
emphasis on Value Analysis as a purchas- 
ing tool, because, as producers and sup- 
pliers of brazing alloys and other metallic 
products, we feel that our activities have 
been keyed to its objectives all along, 

Many kinds of check lists have been de- 


veloped to assist purchasers in evaluating 
the performance of their suppliers. Very 
likely you have your own. Since any Value 
Analysis check list must depend on the 
type of product involved, we respectfully 
submit one we think you will find appro- 
priate for purchasing brazing alloys. 


Production Facilities 


[) Does supplier have his own production facilities (not 
merely repackaging)? 


C) Is he geared to emergency production if necessary? 


Technical Competence 


([) Does supplier provide application engineering 
assistance? 

[) Does he have a record of constantly developing and 
improving brazing products? 

(} Will supplier help train our operators? 


[) Does supplier have the experience and skilled man- 
power to help us select the right heating method for a 
given job and advise on proper alloy forms? 

[) Can supplier help us design for optimum results from 
brazing? 


Buying Convenience 


_) Does supplier offer a full line of brazing alloys and 
fluxes to choose from? 

() Does supplier have regional offices? 

_] Does field man have thorough knowledge of brazing? 


() Is he able to call on specialists when necessary? 
Does supplier have local distribution? 
Are distributor salesmen trained in brazing field? 


) 
I 
a 
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—) Are stocks available on short notice? 


Reputation 


() Is supplier well established, with a good reputation 
in the brazing-products field? 
(—) Is supplier’s integrity proved by past record? 


Run down the list. See how well your present supplier 
of brazing alloys scores on each point. If you can write 
“yes” next to most of these questions, you’re dealing 


C) Does supplier constantly strive to enlarge the areas 
of his products’ quality and usefulness (not merely meet 
specifications set up by the leaders)? 


with a good supplier. If you can write “yes” next to all 
of them—you’re dealing with Handy & Harman. 


Your No. 1 Source of Supply and Authority on Brazing Alloys 


HANDY & HARMAN 


850 Third Avenue, New York 22, N.Y. 
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attract new business to the sea- 
way. 

This decision is the result of a 
study of seaway operations by a 
five-man task force headed by re- 
tired Rear Adm. John Harllee, 
now vice chairman of the Mari- 
time Commission. The Harllee 
report, made for the Commerce 
Dept., will not be made public— 
at least for the time being. 

The report notes, PURCHASING 
WEEK has learned, that tonnage 
on the seaway is only about two- 
thirds of original estimates. The 
situation, it says is not yet critical 
—but will be soon, if vigorous, 
affirmative action is not taken. 

Hurting the seaway most were 
poor weather, pilot inexperience, 
normal break-in problems, steve- 
dore strike threats, and—most 
particularly—the steel slump. 
This last caused the seaway’s big- 
gest disappointment to date: un- 
expectedly low iron ore ship- 
ments. 

The answer? Certainly not 
higher tolls. Everyone involved 
/seems to agree that this would 
lead only to more headaches. 

Joseph H. McCann of Detroit, 
deputy seaway administrator, is 
expected to succeed to the top 
post soon—giving the seaway the 
strong leadership it needs. He 
will head the promotion drive— 
with some $100,000 in the kitty 
—to sell domestic and foreign 
shipners on the advantages of the 
seaway. With the support of 
President Kennedy, he is ex- 
pected to withstand adverse 
pressures from Atlantic and Gulf 
port officials. 

eee 

There’s no imminent threat of 
inflation in the foreseeable future, 
if you take a broad reading of 
what top Washington officials are 
saying and doing. 

One of the tipoffs is the Fed- 
eral Reserve Board’s moves to 
expand the money supply—an in- 
dication that board chairman 
William McC Martin isn’t afraid 
that providing the banks more 
money to lend will result in an 

inflationary bidding up of prices. 

One flaw in the generally fa- 
| vorable outlook is the persistence 
of the relatively large rate of un- 
;emnlovment. It still hangs close 
|to 7%, and the best guess for 
}next summer is around 5.5%. 
But now top officials talk more of 
special programs of retraining 
and the like as the key to solving 
this structural unemployment; 
there’s no longer any serious talk 
about using federal spending as a 
stimulant to bring unemployment 
down to the politically acceptable 
level of, say 4%. 

eee 

New and higher grades of tin 
may be forthcoming from Bolivia 
in the near future. That South 
American country has large 
quantities of high grade tin, but 
quantity and quality have been 
deteriorating in recent years— 

largely because of poor manage- 
/ ment. 
| Officials hope to step up out- 
| put and quality with a $38-mil- 
|lion loan from the Inter-Ameri- 
can Development Bank and the 
U. S., West German, and Argen- 
|tine governments. This money 
| will go for exploration and re- 
search over the next two or three 
years by the Bolivian govern- 
| ment-owned mining company. 
ee @® 

The Administration’s job-re- 
\training proposal is getting 
stronger every month. Reason: 
|The business upturn is making 
\little if any dent on hard-core, 
‘long-term unemployment. 
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Labor Bargaining Pressures Building Up in Steel 


(Continued from page 1) 
with the union insisting that none 
of the 1962 demands will be de- 
termined until the USW Wage 
Policy Committee convenes in the 
spring of 1962. 

But in Washington, labor-man- 
agement observers report that the 
Administration is tuning up for 
the difficult job of taking on both 
union and management in its | 
concerted effort to keep a lid 
on both prices and wages. The 
following dispatch from the Mc- 
Graw-Hill Washington Bureau | 


without a general steel price in- 
crease. 

Thus, the pressure is on the 
Administration—and Goldberg 

as much as it is on the parties 
themselves. It is determined to 
avoid a steel strike, which would 
check the economic recovery— 
but to do so, it must somehow 
persuade McDonald to take less 
than he is accustomed to. 

Steel industry leaders are wary 
that Goldberg’s definition of a 
“moderate” increase will far out- 
strip their own estimates. Steel- 


customed to bargaining under a 
heavy federal thumb—are al- 
ready straining at the binds. 

For instance, a private off-the- 
record meeting between top Ad- 
ministration economists and their 
AFL-CIO counterparts erupted 
into a tough talk-fest with the 
‘labor team objecting to the es- 
calator curbs, particularly. This 
| would mean McDonald could not 
|renew the cost-of-living clause 
that hikes steel wages with the 
lrise in the government’s con- 
sumers price index. 


mists argued that the Adminis- 
tration, rather than seeking a price 
check, should demand a cut in 
prices if a limit is put on the con- 
tract settlement. 


No Freeze Seen 


Administration officials  dis- 
claim any move toward a wage 
or price freeze. But they will be 
applying constant pressure—pub- 
licly through the President’s la- 
bor-management advisory com- 
mittee if the tripartite group 
succeeds in coming up with 
broad-range economic goals, and 
privately in  behind-the-scenes 
conferences. 

A possible way out is being 


that could prevent trouble in 
steel. This revolves around the 
industry’s productivity growth— 
rising production with a diminish- 
ing work force. Though steel in- 
dustry and union negotiators have 
disagreed on this level in the past, 
the Administration may come up 
with its own productivity figure 
for steel. 

If it’s high enough, McDonald 
might buy this for a settlement 
figure. But then the Administra- 
tion would run into trouble in 
approving a steel agreement that 
would be outsized for less pro- 
ductive industries. It’s question- 
able, too, whether the steel pro- 
ducers would buy it without a 


evaluates the probable chances: worker officials in turn —unac- | On prices, the union econo- hinted in Administration circles | return on the price side, 
c < >. | 


— } 
| 

Washington—The man _ who 
was once described as “the steel 
in the steelworkers’ union”—La- 
bor Secy. Arthur Goldberg—is 
now determined to strip some of | 
the alloy from the industrial un- 
ion giant before it steps up to the 
1962 bargaining table. 

For 12 years, Goldberg served 
as general counsel and tough 
bargaining strategist for David J. 
McDonald’s United Steelworkers 
of America. In that period, he} 
wrung enough contract conces- 
sions from the steel industry to | 
place the Steelworkers at the top | 
of the industrial wage ladder. 
Now, as the Kennedy Adminis- | 
tration’s top labor planner, Gold- 
berg will fight to keep the steel | 
labor contracts from going “out | 
of bounds” in next year’s indus- 
try-wide negotiations. 

The boundaries, to the Ken- 
nedy Administration, are con- 
sidered flexible. What the White 
House wants in terms of a wage | 
settlement is a figure that gen- 
erally follows the gain in produc- 
tivity. Escalator clauses, such as 
the Steelworkers’ current cost-of- 
living provision, do not fit within 
the Administration’s limits. | 

This limitation is coupled with | 
exhortations by President Ken- 
nedy to steel industry leaders to 
keep a check on steel prices. If 
the Administration can succeed 
with the steel union, it is also 
likely to succeed with the steel | 
industry. 


Wage-Price Hike Dangers 


This is a lot more difficult than 
it sounds, even with the govern- 
ment economists warning that 
big wage and price increases 
would: 

@ Push the inflationary button. 

@Put new roadblocks in the 
way of achieving a favorable bal- 
ance of trade with foreign pro- 
ducers. 

As of now, both the steel pro- 
ducers and the union are wary 
of the government’s course—and 
neither side is ready to give in to| 
government pressure. 

As a result, the preliminary 
bargaining rounds at least will 
look like those in past years. Mc- | 
Donald’s steel union, negotiating 
in the wake of Walter Reuther’s | 
successful three-year contracts in 
Detroit, will be determined to at 
least match the Auto Workers’ 
gain. In the past 10 years, Mc- 
Donald actually has won greater 
gains. 


Steel Could Be the Straw 


But, while the Auto Workers’ 
contract package—estimated at 
about 34¢ over three-years—may | 
not bring a price rise in autos, 
it’s possible that a similar settle- 
ment in steel might foreshadow 
a price rise. After all, the Steel- 
workers current contracts, which 
hiked benefits more than 30¢ in 
less than three years, were paid 
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New technical advances 
in labeling... packaging...tagging 


New-found answers to top management’s 
questions are now bringing smiles to the 
faces of busy packaging, purchasing and 
sales promotion executives. 


Questions like... ‘*'Why can’t our prod- 
ucts have labels as attractive and sales- 
compelling as those on best-selling packaged 
goods?” ...‘‘Why can’t we get better 
display space for our products?” .. . 
“‘Isn’t there another way to lower the high 
cost of paperwork?’’... ‘‘Can’t we get 
more work out of our costly tabulating 
equipment?” 


All these questions and many more are now 
being answered in novel ways by 
Dennison... originator of more new 
labeling, tagging and packaging tech- 
niques than any other single source. 


avorite = 
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New look of distinction 
in brand identification 


Prestige-building, embossed foil labels on 
famous-brand, film-wrapped bed sheets are 
not surprising. But, when their ‘‘golden’”’ 
gleam draws all eyes to ice cream freezers, 
you might ask, ‘‘What’s going on here?” 


Sales-minded label buyers can tell you. 
They'll tell you that prestige labeling is no 
longer the exclusive property of foods, cos- 
metics and other self-service packaged 
goods. They'll tell you that the economical 
elegance of Dennison PRES-a-ply foil 
labels adds a profitable sales-plus to home 
appliances and other hard goods. They'll 
also tell you that Dennison’s exclusive 
printing, embossing and die-cutting tech- 
niques can duplicate any effect you may 
have envied in packaged goods labels. 
Applied by finger-tip pressure to just about 
any surface, these eye-catchers have a 
ested record of lifting the value of non- 
packaged products far above price. 


Less glamorous, but equally effective, 
Dennison PRES-a-ply labels . . . auto- 
matically dispensed and applied... are 
helping all kinds of manufacturers score 
profitable point-of- ~urchase successes with 


price-off, premium and other promotions. 
Our new fact folder tells the whole story 
... both prestige and promotional. Write 
for it today. 


Increasing impulse buying 
with blister packaging 


When self-selection items are too small to 
tag or label, two other alternatives face 
aggressive merchandisers: carding or blis- 
ter packaging. Which is better? 


Paul Buhl, assistant merchandise man- 
ager of Dennison’s Resale Products Divi- 
sion, faced that decision within the past year. 
He chose blister packaging for the Dennison 
Glue-Point Dotter . . . now a best-seller in 
stationery stores and departments from 
coast to coast. This choice was made in 
spite of the fact that Dennison is also a 
leading supplier of merchandising cards to 
America’s top companies. 


Blister Packaging offers three advan- 
tages. 1. Retail merchandise buyers, re- 
sponsible for maximum volume per square 
foot of counter space, prefer blister-packed 
items because they sell faster than carded 
merchandise. 2. Blister packs keep mer- 
chandise clean, enhance its appearance and 
motivate dominant display on counter, 
rack or pegboard. 3. They have the pick-up 
appeal that spurs impulse buying; yet they 
reduce pilferage to a minimum. 


You pay nothing extra for Dennison’s 
own successful retail experience with blister 
packs. You can be sure of unbiased recom- 
mendations because Dennison uses all 
kinds of packaging for its gift wrappings, 
crepe paper, diaper liners and more than 
5,000 other packaged items sold at retail. 


Dennison’s blister packaging service is 
complete. It includes design, manufacture 
of both ecards and blisters and contract 
assembly. You can choose all or any part 
of this start-to-finish service and be sure 
of maximum point-of-purchase impact per 
dollar. Our new fact folder tells you all you 
need to know about blister packaging. 
Write for it today. 
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Pin-fed tags and labels 
automatically imprinted 
by tabulating equipment! 


Owners of high-speed tabulating equip- 
ment have struck it rich. They’re now 
reducing paperwork costs, increasing cler- 
ical efficiency and collecting extra divi- 
dends from data-processing investments 
by using Dennison tags and PRES-a-ply 
labels as continuous print-out forms for 
Burroughs, Friden, IBM, Remington- 
Rand and other pin-fed data processing 
systems. This direct, automatic translation 
of information from punched cards or tape 
to tags and labels eliminates the extra cost 
of manual, typewriter, plate and stencil 
imprinting. 


Dennison pin-fed PRES-a-ply labels are 
now being used to save time and costs in 
posting payroll, sales and order data on 
record cards...in labeling file folders, 
bins and box ends...in production and 
inventory control systems. Because 
Dennison PRES-a-ply labels adhere to 
just about all surfaces with finger-ti 

pressure, their use is virtually unlimited. 


Dennison pin-fed continuous tags, auto- 
matically imprinted by tabulating equip- 
ment, are also being used to cut the costs 
and raise the efficiency of identification, 
production, inventory, packaging and 
shipping systems, 


NEW FACT FOLDER 


If you’re looking for new ways to increase 
sales and reduce costs, this free fact folder 
will be a gold mine of information for you. 
It describes tech- 
niques and shows 
samples of tags, 
labels and other de- 
vices now being em- 
ployed by America’s 
most successful 
firms. For your free 
copy, write directly 
to Dennison Mfg. 
Co., Dept. Y-291. 
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Dennison 
Helping you compete more effectively 
FRAMINGHAM, MASSACHUSETTS 


N. J. Parkway Authority Vehicles. 


To Get Antipollution Devices in 62) ...1: Aree 


Red Bank, N. J.—The Garden 
State Parkway Authority will in- 
stall devices for reducing air pol- 
lution on all its motor vehicles in 
1962. 

John A Hurley, operations 
manager, said the units—known 
crankcase _ ventilators—will 
from $6 to $8, when in- 
Stalled at the factory on new cars. 
Kits for converting older cars 
cost $15, he said. 

The Authority will not attempt 
write specifications on the 
units. “The State has run tests 
on the ventilator produced by 
the AC Sparkplug Div. of Gen- 
eral Motors, and the Parkway 
Authority has told the auto com- 
panies it will accept either the 
AC model or its equivalent on the 
new cars,” said Hurley. “As for 
the old cars, the Authority plans 
to buy the AC device, because 
we understand it is the only one 


PA. Must Sell Company 
On Product He Buys, 


Alcoa Executive Says 


New York Arthur G. 
Ostrander, industrial P.A. for 
Alcoa’s die-casting div., told a 
meeting of the Power Transmis- 
sion Council’s New York chapter 
that the purchasing agent is also 
a salesman who must sell his own 
firm on the product he buys from 
the supplier. 

In a speech, “The P.A.’s View 
of His Supplier,” Ostrander 
pointed out how successful the 
P.A. performs this function ties | 
in with how well the supplier’s 
salesman does his job. “With this 
in mind, it can be seen that the 
P.A. must see to it that a sales- 
man is well educated in the com- 
pany’s product, its 
parts, and requirements. The 
P.A. must point out to the sales- 
man everything that affects the 
company’s market,” he said. 

Consequently, Ostrander feels, 
“If he intends to do his job well, 
the salesman must do his part by 
keeping abreast of all new devel- 
opments in the purchasing agent’s 
company.” He must be techno- 
logically capable of working 
hand in hand with purchasing, 
because the P.A. is, in fact, an 
internal salesman. 


as 
cost 


to 


Oregon PUC Opposes’ 
West Pac Merger Plans 


Portland, Ore.—The Oregon 
Public Utilities Commission has 


gone on record opposing the 
merger of the Western Pacific 
Railroad with either the Santa Fe 
or Southern Pacific. 

The Oregon PUC said in a 
statement for the Interstate Com- 
merce Commission that the West- 
ern Pacific should remain inde- 
pendent to guarantee continuing 
competition for California-Ore- 
gon rail trafic. 

James Singleton, PUC director 
of transportation, testified during 
three days of hearing in Portland 
that duplication of services be- 
tween the competing roads could | 
be eliminated by contract and 
cooperation. 

The Portland Freight Traffic 
Assn., representing 150 major 
shippers and receivers of freight 
in the Portland-Vancouver met-| 
ropolitan area, took a similar 
stand. 
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of the units now on the market 
which can be installed on 
mercial vehicles of any make,” 
he continued. 

Hurley said the Pa 
thority will buy 50 new 
cars during the comin; 
has about 85 older vehicies 

“In addition to doing its part 
to reduce air pollution, the Au- 
thority hopes the example it is 
setting will persuade private mo- 
torists to install ventilators on 
their autos,” said Hurley. 


com- 


CorundumObtains Rights 
To Import Natural Emery 


The Corundum 

using natural 
imported from Naxos, 
Greece, in industrial abrasives. 
The product is about 20% 
cheaper than a substitute material 
developed during the war. 

The Pasadena firm has ob- 
tained exclusive rights from the 
Greek government for importing 
Naxos emery. Natural emery is 
found only in Russia, South Af- 
rica and Naxos. 

During the war, the U.S. em- 
ery supply was cut off and a 
bauxite synthetic was substituted. 


has 
emery 


Started 


Most users of corundum will find 
Naxos emery abrasives 
but 1% or 2%, such as missile 
manufacturers, will still need to 
use the synthetic substitute. 

Prices of the Naxos emery 
range from 1542 ¢/lb. to $1.20 
lb. 


Data on Industrial Gases 


New York—Air_ Reduction 
Sales Co. has published a 48- 
page. pocket-sized booklet pro- 
viding information and data on 
industrial gases. Free copies are 
available from: Air Reduction 
Sales Co., 150 E. 42nd St., New 
York 17, N. Y. Specify Form 
ADE-890. 


If the Mathieson 
Chemicals Man had 
called on you today... 


... he might be found like this if you 
called on him tonight. Why? Because 
unit price alone doesn’t sell chemicals. 
These days when you buy in quantity, 
you value-analyze your suppliers as to 
shipping, storage, processing, ready 
supply, technical service. That’s why 
your Mathieson man works tolower the 
cost -into-process of your chemicals. 
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team. 
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New Canadian Company 
Enters Leasing Business 


Toronto, Ont. Leaseway 
Cransportation Corp., Cleveland, 
and Premium Iron Ores, Ltd., 
Toronto, have formed a new 
Canadian company to lease 
trucks and other capital equip- 
ment to Canadian industry. 

rhe new firm, Leaseway, Ltd., 
is acquiring Universal Leaseway 
System of Canada, Ltd., a firm 
owned by William J. O'Neill, 
president of Leaseway Trans- 
portation. 

Capitalization for the new firm 
was provided in equal amounts 
by Leaseway Transportation and 
Premium. 


This Mathieson man is a salesman, 
of course. But his technical knowledge, 
his marketing know-how, his experi- 
ence in expediting orders make him an 
invaluable member of your purchasing 


Before you place your next order 
for chemicals, see the man from 
OLIN MATHIESON, Baltimore 3, Md. 
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SHARP SPURT: Incoming business has soared some 29% above year- 
ago levels, hitting their highest level in some four and a half years. 
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Dallas New developments 
coming out of laboratories will 
keep the booming plastics pack- 
aging industry growing at a phe- 
nomenal clip for at least the next 
few years. 

This was the conclusion of 
packaging men who attended a 
three-day conference and exhibi 
tion sponsored by the North 
Texas Section of the Society of 
Plastics Engineers, and by the 
Society of Packaging & Handling 
Engineers’ Southwest Chapter. 

The 1,000 who attended the 
session here were told that plas- 


tics packaging currently is grow-, 


ing at the rate of 8.6% annually 
and already claims a $2-billion 
share of the nation’s $11-billion- 
a-year packaging business. 

To hold this pace or even im- 
prove on it, researchers are busy 
developing stronger materials for 
still wider applications. While 
doing so, they are concentrating 
on continually 
During the meeting’s technical 
sessions, various speakers indi- 
cated how the industry is keep- 
ing its researchers busy. Some 
of the highlights: 


MATHIESON CHEMICALS—Ammonia * Carbon Dioxide * Caustic Soda * Chlorine * Hydrazine and Derivatives * Hypochlorite Products * 
Methanol * Muriatic Acid « Nitric Acid * Soda Ash * Sodium Bicarbonate * Sodium Chlorate * Sodium Chiorite Products * Sodium 
Methylate * Sodium Nitrate « Sulfur (Processed) * Sulfuric Acid * Urea * BLOCKSON CHEMICALS—Trisodium Phosphate * Trisodium 
Phosphate Chlorinated * Sodium Tripolyphosphate * Tetrasodium Pyrophosphate * Polyphos (Sodium Hexametaphosphate) * Monosodium 
Phosphate * Disodium Phosphate * Sodium Acid Pyrophosphate « Tetrapotassium Pyrophosphate * Sulfuric Acid * Hydrofluoric Acid ¢ 


Phosphoric Acid * Sodium Silicofluoride * Sodium Fluoride * Teox® 120 Surfactant. 
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reducing costs. | 


Plastics Packaging Show Spotlights Research 


® Utilization of nuclear energy. 
George R. Gerhard, of Industrial 
Nucleonics, Columbus, Ohio, 
said noncontacting measurement 
and automatic control of ex- 
truded plastic sheet and film are 
being improved with nuclear ra- 
diation measurement. The proc- 
ess boosts the quality of the 
product at a minimum cost, he 
'said. In addition, Gerhard said, 
| radioisotope noncontacting thick- 
ness control system now permits 
measurements of sheet and film 
| that were not feasible in the past. 


@ Wider use of thermoformed 
acetate packages. Walter M. 
Ronayne, Celanese Plastics, said 
Celanese has developed an ace- 
tate sheet formula acceptable to 
the Federal Drug Administra- 
tion for packaging food. Already 
used for transparent can tops, it 
also is being evaluated for formed 
lids and containers. In addition, 
Ronayne said, the armed forces 
are Carrying out an extensive re- 
search program involving formed 
acetate packages. 


® Development of stronger ma- 
terials. Johan  Bjorksten, of 
Bjorksten Research, said several 
major firms now are working on 
films with strengths on the order 
of 30,000 psi. This compares 
with tensile strengths of 20,000 
psi., which have been available 
for some time. 

Bjorksten reported that poly- 
ethylene film, originally the 
“work-horse” of reinforced films, 
is being replaced with rubber 
copolymers that have greater 
elasticity and puncture resistance. 
He also said the recent develop- 
ment of two-colored reinforced 
film, which can have a central 
layer of foam built in, may in- 
crease the utility and scope of 
reinforced films by adding the 
qualities of shock cushioning and 
thermal insulation. 


Convention Highlights 


The exhibition, held in con- 
junction with the meeting, con- 
sisted of products of 32 com- 
panies. Highlights included a 
foam package designed by Lone 
Star Plastics, Ft. Worth, to re- 
place cardboard packaging for 
electronic recorders. According 
to Lone Star, the new package 
has enabled the manufacturer to 
reduce assembly line packaging 
time by more than half, while 
“providing a better package at 
about the same cost.” 

Texitool Products, Inc., 
showed an all-foam case for pro- 
tecting diode contacts while in 
shipment—a problem in the past 
with other means of packaging. 
Something fairly new revealed at 
the show was plastic netting de- 
veloped by Nalle Plastics, Inc., 
Austin, Tex. The netting can be 
used for such things as reinforce- 
ment for disposable paper hos- 
pital sheets. 


GE Opens Data Center 


Dallas—General Electric Co. 
plans to open a data processing 
center here, to serve businesses 
in Texas and the Southwest. The 
center will be located in the Em- 
pire Central industrial develop- 
ment four miles outside the city. 

The center will be operated by 
GE’s Computer Dept. in Phoe- 
nix, Ariz. Opening is scheduled 
for next July. 
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Management Memos 


Toward Togetherness 


Your company’s employees are its most impor- 
tant “image-builder” for improving relations with 
the community. No amount of advertising will erase 
the bad impression created by a discourteous tele- 
phone operator or indifferent receptionist. Or an 
uninformed management-level individual who 
shows callous disregard for his firm’s problems. 


What’s needed, says R. H. Lewis, writing in Management 
Methods magazine, is a training program to show your em- 
ployees how to protect the company’s reputation. He sets 
down these pitfalls of community relations—and ways of cur- 
ing them: 

@ Poorly informed employees. Keep them informed of all 
changes in products and organization. 

@ Employees can’t handle critics. Train your employees in 
the fine art of smoothing ruffled feathers. Listen to what the 
other person has to say and begin your reply by agreeing with 
something he has related. 

@ Technical jargon. Employees should be able to converse 
with outsiders without resorting to the use of technical jargon 
or so-called shoptalk. Don’t embarrass an outsider by using 
language he doesn’t understand. 

®@ Poor telephone manners. Teach good telephone technique 
to employees. Often the initial impression of your company 
is made over the telephone. 

®@ Poor personnel policies. Good pay scales, liberal benefits, 
and an open-door policy for employees keep morale high and 
Strengthen the company image held by the community. 

@ No outside boosters. Ask wives and community leaders 
to help in company activities such as fund drives and anniver- 
sary celebrations. 

® Poor press relations. Knowing what the press wants, how 
it wants it, and when to present it helps the company get its 
story told. 

@ Lack of teamwork. Stimulate personnel to offer sugges- 
tions and criticism. Pay attention to what they have to say; 
many worthwhile tips are passed along this way. 


The Scanlon Plan 


A person’s attitude towards the company, his 
boss, and his fellow workers has a greater influence 
on his productivity than his basic skills and knowl- 
edge, H. A. Fye, personnel director for Revco, 
Inc., told a recent conference of the Industrial Man- 
agement Society. 


“Without the proper attitude you can only use those skills 
and knowledge which an employee is willing to share, but it 
is unbelievable what can be obtained from a person who likes 
his job and respects the people he works for,” Fye said. 


BEFORE ANALYSIS: Precision instru- 
ment print wheel was engraved from 
steel. Faithful reproduction of charac- 
ters demanded high precision machin- 


ing. 


from a zinc 


Source 


AF.ER ANALYoi5: Whe 
alloy. 
abie dies aliows switching of charac- 


He reported that proof of this contention is in 
the success of his company’s use of an unusual bonus 
plan. Based on a system called the Scanlon Plan, 
Revco started paying bonuses entirely on improve- 
ments in output that did not run up extra costs, 
And workers actually agreed to pay for downtime, 
rework, mechanical breakdowns, and other delays 
out of their bonus. 


“With this plan, everyone from the president on down to 
the sweepers participates in the bonus earned, in direct pro- 
portion to their gross earnings. The only persons excluded are 
the sales personnel in the field, who receive a commission on 
sales,” Fye explained. 

According to the personnel director, the Scanlon 
Plan enabled Revco to drastically reduce its scrap 
losses, increase productivity, stabilize employment, 
eliminate frequent shut-downs, and provide an op- 
portunity for increased earnings on the part of all 
employees. 


A Dime for Your Thoughts 

You've got to spend a little to make a little, reports General 
Electric’s marketing research manager for Advanced Product 
Planning Operation, Andrew E. Kimball, in the October issue 
of Journal of Marketing. 

Kimball had been seeking an answer to the per- 
ennial problem of market research: getting a good 
return on questionnaires mailed to sample customer 
opinion. He tried three ways of boosting the re- 
cipient’s interest in filling it out and mailing it back. 

1. Addressing the recipient by name rather than 
“Dear Sir.” 

2. Use of an air-mail stamped returned envelope 
rather than a printed air-mail postal permit. 

3. Enclosure of a dime. 

Kimball discovered that by putting a dime in the question- 
naire for the respondent to buy a cup of coffee (to drink 
while mulling over his reply), almost twice as many answers 
came back. Some of the replies even had a thank you note 
added to the bottom. 


PW’'s Arbitration Cases 


Twelve arbitration cases that originally appeared in Pur- 
CHASING WEEK’s regular series (see page 13), are now avail- 
able in booklet form. This 24 page, illustrated pamphlet is 
free. To get these reprints, write American Arbitration Assn., 
477 Madison Ave., New York 2, N. Y. As in the P/W series, 
the final decision is included after each case. 
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Purchasing Week Asks 


“What problem do Canadian P.A.'s 
face that American P.A.'s do not?” 


Asked at: Niagara District Purchasing Agents Assn. 
Educational Conference 


EGE 
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J. D. Rome, purchasing agent, Burgess 
Battery Co., Niagara Falls, Ont.: 


“We have a number of problems but 
! would say that the most important is 
that we have to buy for too small a pro- 
duction run. Some of these small quan- 
tity items are not produced in Canada, 
so we are forced to go across the border. 
I attempt to buy as much as possible in 
Canada, but to purchase competitively 
[ must buy American.” 


P. G. Allanson, assistant purchasing 
agent, N. Slater Co., Ltd., (pole line 
hardware) Hamilton, Ont.: 


“The main point is that the country 
is split into two industrial sections with 
suppliers in Ontario in the East and in 
British Columbia in the West. When 
looking at bids from companies in B. C., 
[ must always consider higher transpor- 
iation costs and delays.” 


George Maybee, purchasing agent, 
Ferranti-Packard Electric, Ltd., St. 
Catherines, Ont.: 


“There could be a good many an- 
swers, but mainly I would say that 
longer lead times, transportation costs, 
and buying Canadian are the three most 
important problems. Buying Canadian 
has many facets. If your company is a 
Canadian company, you should try to 
buy through Canadian sources. But you 
should not have to pay extra.” 


A. C. Madge, division manager, 
Webster Air Equipment, Ltd., London, 
Ont.: 


“Our basic problem in production is 
trying to manufacture for a small scale 
market the same variety of products that 
the United States does. Therefore, the 
P.A., who reports to me, is forced to 
buy on a small scale a great variety of 
materials and products that go into our 
production.” 


Joseph Mells, assistant purchasing 
agent, Simplicity Products, Ltd. (wash- 
ing machines & dryers), Hespeler, Ont.: 


“I would say that trying to get mate- 
rials from a large number of sources is 
our biggest problem. A Canadian is 
limited in sources and has to look in the 
United States, whereas an American 
P.A. does not have to depend on Cana- 
dian sources.” 


W. A. Small, executive secretary and 
treasurer, Canadian Assn. of Purchasing 
Agents, Toronto, Ont.: 


“Our biggest long range problem is 
what effect Great Britain going into the 
Common Market will have on our 
supply sources. This move has not been 
completed yet, so we have time to study 
the situation. Secondly, we are faced 
with American excess production pour- 
ing Over our boundaries.” 


R. E. Witt, purchasing agent, Cyan- 
amid of Canada, Ltd., Niagara Falls, 
Ont.: 


“I would say imports are our biggest 
headache, particularly for an American- 
owned firm. A P.A. for such a company 
has divided loyalties. He would like to 
cultivate local industry where the labor 
rates are more economical, but he some- 
times has to choose an American sup- 
plier.” 


FILTERING 
SIZING 
STRAINING 


TESTING 


In all metals, in all weaves 

... woven to the highest accuracy 

standard in the industry. You just can't 

buy a better wire cloth than “NEWARK.” 

Hundreds of meshes, weaves and metals to fit your 
specific need. Years of processing experience to «4 
help you pick the right wire cloth for your 
application. Write for Bulletin FC or write us about 
your problem. Fast deliveries, best cloth, 

lowest cost when you call on NEWARK. 


/ 
NEWARK 
fe*accuracy 


ire Gloth 7 


COMPAN 


351 VERONA AVENUE © NEWARK 4, N. J. 
Teletype: NK607 Tel.: HUmboldt 3-7700 
Representative in all principal industrial areas 


Purchasing Week 


Purchasing Week’s 


Foreign Perspective 


dvocates of a more liberal foreign trade policy in the Ken- 
nedy Administration are beginning to wonder whether next 
year is really the time for a knock-down, drag-out fight. 

The existing Reciprocal Trade Act is due to expire June 30, 
and proponents of free trade already are jockeying for position 
with protectionists. But top government advisors say no decision 
has been reached yet on timing. 

They realize that with Congressional elections coming up 
next year the job of liberalizing the trade laws will be plenty 
difficult. If unemployment should remain high, it may well prove 
impossible. 

While the Administration may still be uncertain as to when to 


make the push for more liberal trade laws, there is no question 
about its basic position. 

This was made clear by Secy. of State Dean Rusk, following 
the economic conference at Hakone, Japan, between six U. S. 
Cabinet members and their Japanese counterparts. The meeting 
concluded with a joint pledge by the two nations to work together 
for a strong, liberal and orderly world trading community. 

Said Rusk, “It is not only desirable, but urgent that the U. S. 
and its allies move toward a stronger, freer, more liberalized 
trading community.” 

. . a 


The nation’s trade policy also was the center of attention at 
the recent convention of the National Foreign Trade Council in 
New York. 

One of the principal speakers was George Hees, Canadian 
Minister of Trade and Commerce, who warned that the forma- 
tion of regional trading blocs could have serious devisive effects 
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This two-strip method is approved by all carriers. 

For specific information about how you and your customers can benefit 
from this labor-saving idea, write to our main office, Dept.1111, Attle- 
boro, Massachusetts. 


Sales Offices: ATTLEBORO, MASS., CARY, ILL, SAN FRANCISCO 


ST. REGIS PAPER COMPANY 
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unless they are accompanied by 
lowering of trade barriers. 

The Canadian Minister cou- 
pled his plea for a liberal trade 
policy with sharp criticism of 
certain state laws in the U. S. In 
particular, Hees cited the Cali- 
fornia “Buy American” Act, 
which he described as an internal 
restriction which could thwart a 
more liberal trade policy of the 
national government. 


London — Imperial Chemical 
Industries, Ltd., has asked the 
government to introduce anti- 
dumping legislation against U. S. 
producers of polyethylene. It 
claims the U. S. firms are selling 
the plastic in the United Kingdom 
for less than they sell in the U. S. 

Imperial, along with other 
British producers, says the im- 
ported polyethylene is being sold 
in the U. K. for around 22¢ lb. 
—about their own price. But, 
|said one British chemical man, 
after allowing for a 10% tariff 
and transportation charges, the 
“pre-export” price of the poly- 
ethylene would appear to be as 
low as 18¢/lb. Since the U. S. 
price for the same material is 
| closer to 28¢, this would seem to 
be dumping, he said. 


Kuala Lumpur, Malaya—The 
Malayan government is up in 
arms over the decision by the 
U. S. to revise its rubber stock- 
pile disposal plan, despite State 
Dept. assurances that the change 
will not affect world prices. 

Under the new U. S. plan, GSA 
will sell a maximum of 5,000 long 
tons of natural rubber a month 
when the contract price is below 
22¢/lb. There is no limit on sales 
when the price is above 32¢. 

Malaya contends there should 
be safeguards to prevent the price 
from falling below 28¢/lb. Ma- 
layan officials say their nation’s 
| development plan to raise living 
standards is geared to the 28¢ 
level and that it will fail if prices 
fall below that mark. 


Hamilton, Ont. Canadian 
steelmakers now have a domestic 
source of premium quality scrap, 
in commercial quantities, which 
is suitable for direct charging in 
open hearths or furnaces. 

Responsible for the new source 
of supply is M&T Products of 
Canada, Ltd., which has built the 
nation’s first detinning plant here. 
The plant, a $114 -million facility, 
uses the alkaline detinning proc- 
‘ess to remove tin from high 
quality tinplate scrap produced 
in can-making operations. The 
company is a subsidiary of Metal 
& Thermit Corp., New York. 


London—Britain is reported 
nearing a final decision to con- 
vert to decimal coinage. In- 
formed sources say Chancellor of 
the Exchequer Selwyn Lloyd will 
make a statement on the long- 
discussed switch before Christ- 
mas. 

Most favored plan is to go over 
to a new shilling worth 10 British 
|pennies and a pound worth 10 
|Shillings. The shilling now is 
| made up of 12 pennies, with 20 
shillings to a pound. 

Advantages of the change 
would include simpler calcula- 
tions; increased business effi- 
ciency, and easier working with 
|Common Market countries which 
‘use decimal currency. 
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The Case 
of the 
Beleaguered 
Beach Bags 


How Would You Solve It? 


A Strike Scuttled a Beachwear Promotion Drive; 
Arbitration Helped Settle the Claim for Damages 


The buyer who suffers a loss as a result of the seller’s breach 
of contract is generally entitled to damages if he can prove with 
reasonable certainty the amount of the loss. The corollary to 
this is that the injured party is expected to minimize his loss and 
thus reduce the amount of the damages. These principles applied 
to a case in which a company lost its anticipated profits because 
its supplier breached the contract. 

lhe P.A. for the Sunglo Beachwear Co. had contracted to buy 
50,000 plastic beach bags. The bags were to be used to package 


| 


PROBLEM: How to get sales appeal in your shipping container 
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without the cost of three-color printing. 


a special sales promotion of swim caps, beach sandals, and sun 
voggles. Designed to catch the eye of vacation-bound women, 
the promotion was scheduled to break before Memorial Day and 
to carry through to the middle of July. To back the promotion, 
Sunglo prepared newspaper and magazine ads as well as point- 
of-purchase displays for retail stores. 

Several weeks before the bags were slated for delivery, the 
vendor’s representative phoned the P.A. “The plant we buy the 
plastic from is on strike,” he explained. “We won't be able to 
get enough material to finish your order. But we will be able to 
complete 10,000 beach bags, and we'll deliver these on schedule.” 

“This is a fine time to let me know,” the P.A. exploded. “You 
know it’s too late for us to go out in the market and get bags made. 

You should have had enough ma- 

terial in inventory to fill our or- 
‘der. This is a nice mess you've 
; gotten us into. We'll sue!” 

“Now calm down,” the repre- 
sentative answered. “How were 
we to know the plant would go on 

® strike? We'll have 10,000 bags 
ready; you can take them and 
get started. Maybe we'll be able 
to complete the order later on.” 

“Later on is too late and you 
know it!” the P.A. retorted. 
“Sure, we'll take the 10,000 bags. 
But we have the same expense in 
selling 10,000 as we would have 
selling 50,000; we’ve got to have 
the sales setup no matter how 
many bags we get from you. We 
stand to lose plenty because you 
can't deliver the goods. You'll 
pay for our losses!” 

Neither company would give 
an inch. Sunglo insisted it was en- 
titled to damages; the bag manu- 
facturer contended it was not. 
The sales contract, however, con- 
tained a clause requiring that any 
dispute be submitted to arbitra- 
tion under the rules of the Ameri- 
can Arbitration Assn. The three 
AAA arbitrators who resolved 
the impasse included a lawyer 
and two accountants. 


What’s Your Answer? 


If you sat as a member of 

j *» | the arbitration panel in this 

Poway | case, how would you adjudi- 

‘an y | cate the issue? Would you de- 

— ‘leet win | cide in favor of the P.A. who 

j AY iL demanded full damages, or in 

mae TIM favor of the vendor who said 

/ | yi] he was not entitled to them? 

Z =a Make your own decision. 

Then turn to page 40, and 

learn how expert arbitrators 

decided “The Case of the Be- 
leaguered Beach Bags.” 


American Metal Climax 


SOLUTION: International Paper’s new pastel Gator- Hide, liner- 
board gives you three colors with two-color printing. 


Doubling OFHC Output 


New York—American Metal 
Climax, Inc., plans to double 
American production capacity of 
oxygen free high conductivity 


copper, OFHC. 


rPHIS DISPLAY container was made 
| with two-color printing—on one of 


International Paper's new Gator-Hide 


pastel linerboards. 

These amazing new linerboards are 
the lightest and brightest you can get 
without printing color on expensive 
bleached board. 

They are typical of the wide range of 
fine linerboards available to you in the 
famous Gator-Hide series. Their 


purpose: better packaging at lower cost. 

Other examples include non-abrasive 
boards, release-coated boards, weather- 
and slip-resistant boards and highly 
printable coated linerboards. 

But our work goes beyond the crea- 
tion of new boards. Packaging experts 
in our Container Division study the spe- 
cial needs of your product. They start 
with the best materials for the job. And 
then turn them into rugged —yet light- 


weight — shipping containers that de- 
liver your product in top selling con- 
dition at minimum cost. 

International Paper can provide you 
with paper packaging that is designed 
—from the very beginning—to suit your 
product. 

Call any one of our twenty-two Con- 
tainer Division plants. Or contact your 
boxmaker. He has probably been doing 
business with us for years. 


INTERNATIONAL PAPER 


NEW YORK 17, N.Y. 


The firm will invest $1,775,000 
for the construction of new melt- 
ing, casting and handling facili- 
ties for OFHC at Cataret, New 
Jersey. 

Climax Pres. Frank Coolbaugh 
said the decision to double ca- 
pacity was motivated by increased 
demand for high conductivity 
copper in electrical and elec- 
tronics industries. 


New Metal Process Div. 


New York—Miulti-Flex Seals, 
Inc., has become a division of 


Metal Process Corp. Facilities for 
the manufacture of high pressure, 
vibration resistant seals and 
fasteners have been set up here. 


Manufacturers of papers for magaunes, books newspapers « papers for home and Office use « convenling papers . 


. pulps for 


papers and paper boards Jor packaging « labels « 


fjoiding 


cartons + milk containers + shipping containers + multwall bags + grocery and specialty bags and sacks ndustry ood and other building materials 
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floorman for this crane at a Chicago steel service center. 
control box slung over his shoulder contains transmitter and push-but- 
tons governing the crane’s movements, controls loading and slinging. 


ONE-MAN OPERATION: Lone employee can act as both operator and 


A radio 


Chicago—Radio signals trom 
a “little black box” enable one 
man on the shop floor to control 
a 10-ton crane and load, 
and perform hooking and sling- 
ing Operations at the same ume. 
This latest example of automa- 
tion in materials handling, re- 
cently installed at Joseph T. 
Ryerson Co., a Chicago 
service center, speeds up loading 
because there’s no time wasted in 
signaling from the floor to oper- 
ator above in the crane cab. The 
floorman spots the load exactly 
where he wants it. 


steel 


steel 
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is another reason Chevrolet does 
better by your fleet dollars 


[ right up through trade-in time ] 
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This new Chevrolet gives you the man-sized, down-to- 
business roominess you want in a fleet car. In fact, Chevrolet 
went to the extent of using lifelike models to make certain 
all its ’62 models have space to spare, wherever it counts, 
for relaxing comfort. That goes for head room, leg room, 
foot room—the works. Those big wide-opening doors are 
another Body by Fisher advantage for busy fleet schedules. 
And what Chevrolet does for people, it does for luggage. 
Nobody else in Chevrolet’s field gives you a trunk like 


And it’s safer 


too, since there are no hand sig- 
nals to be misunderstood 

The transmitter, the size of a 
cigar box, has several levers and 
buttons that send radio signals 
to the crane. By moving these 
levers with his fingers, the oper- 
ator runs the hoist, trolley, and 
bridge in five speeds forward and 
reverse. Two other switches ring 
the warning bell and control main 
power to the crane. This small 
unit runs a crane with a 65-foot 


bridge, a 475-foot span, and a 
22-foot hoist. 
With his new radio control, 


this one, with bumper-level loading plus a deep-well floor 
that lets you take aboard odd-shaped objects other cars 


just 


‘an’t accommodate. Add to this all the traditional 


Body by Fisher advantages—its rugged durability, hand- 
some hardy interiors, through and through insulation 
against road noise and weather—and you have some of 
the best reasons why Chevrolet keeps its value longer to 


bring top trade-in year after year. . 


. » Chevrolet Division 


of General Motors, Detroit 2, Mich. 


Low-sill trunk design takes lift out of loading. 
Extra-wide lid allows easy loading from the side. 


Foam-cushioned front seat, front arm rests, dual sun visors, cigarette 
lighter and glove box lock are standard on all ’62 Chevrolet models. 


62 CHEVROLET iy 
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~~ Radio Automates Materials Handling at Ryerson 


the floor operator can call the 
crane to him, or follow it from 
one area to another. He can go 
directly to his load, sling it into 
the crane hook, then follow the 
load to its delivery point. And 
he can do it faster than the old 
way where an operator sat in the 
crane cab, taking orders from the 
floor man. 


Affords Better Control 


Better on-the-floor control is 
the reason behind radio control. 
Ryerson knew the crane operator 
ought to be the man who usually 
works on the floor, spotting loads 
and slinging them into the hook. 
He knows where everything is 
and where loads should go. 
They decided he could do his 
regular job and also work the 


crane if he could have a safe, 
simple, and convenient way of 
commanding the crane. 

Ryerson could have used a 
fixed command station on the 
floor to control its crane, but 
desire for more flexibility de- 


termined the choice of expensive 
radio control. “If the switch box 
were hung on a wall, our oper- 
ator would have to walk to the 


REMOTE CONTROL: Radio allows 
man to guide crane in remote 
areas, stay out from under loads. 


switch box and position the 
crane, then walk to his load and 
sling it,” a spokesman said. 
“Then he would have to walk 
back to the control station to 
move the load away. He would 
be walking over the entire floor 
without doing any real work, 
much less efficient than having a 
regular man in the cab.” 


Safety Measures 


All crane controls are the 
dead-man type; when the opera- 
tor releases the levers, the crane 
stops. The transmitter is built 
so that all switches are protected 
by the carrying handle; dropping 
the box will not move the 
switches. In case of trouble, the 
operator can stop the crane by 


pressing the main power dis- 
connect switch. 
As a further safety measure, 


the operator must be reasonably 
close to the crane in order to 
operate it. A loop antenna be- 
low the crane receives command 
signals up to 200 feet away. Be- 
yond that, the crane loses its sig- 
nal and coasts to a stop. 

Ryerson’s radio installation 
was designed and built by Jerome 
Tannenbaum, a Chicago elec- 
tronics consultant. Commands 
for each crane movement are 
transmitted on separate frequen- 
cies; the company said industrial 
motors and other electrical de- 
vices do not interfere with the 
crane’s operation. 
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an important card for you to remember 


. . . When selecting a source for die castings 


These cards explain why Precision Castings 


Company can be your best source for die castings. 


They tell the whole story behind our way of 
doing business: providing what you want in QUALITY 
... CAPACITY .. . SERVICE . . . and PRICE. 


The most important card to remember is the 
Precision business card. It’s your guarantee 
that you'll get true value in ‘‘the four points that 

make the great difference’ when you buy 


Precision die castings! 


; PRECISION CASTINGS COMPANY 


A DIVISION OF FULTON INDUSTRIES INC 


FAYETTEVILLE DIVISION DOLLIN DIVISION CLEVELAND DIVISION 
FAYETTEVILLE, N.Y ad IRVINGTON, N.J © CLEVELAND, OHIO 


WORKSHOP SESSION: Dist. 7 local Pro-D, VASCO, and public relations 
committee chairmen met with national chairmen to thrash out common 
problems and plan ahead. Meeting was hosted by Alabama Assn., some 
of whose members are pictured above with NAPA and Dist. 7 leaders. 


CROWN ZELLERBACH CORPORATION 


GAYLORD CONTAINER DIVISION 


Madison, Wis.—You can't 
know what the best price is until 
you’ve negotiated—even though 
it entails negotiation with the low 
bidder. 

That’s the advice C. Dwight 
Brooks gave 46 purchasing men 
who turned out for a one-day 
purchasing negotiations confer- 
ence sponsored by the Manage- 
ment Institute of the University 
of Wisconsin Extension Division 
here. 

“Be hard and aggressive, but 
ethical and legal,” stressed 
Brooks, manager of purchasing 


Tips on Negotiating Aired at Wis. Conference 


administration, Burroughs Corp., 
Detroit. He scoffed at any stigma 
of “price buyer,” charging that 
this label was simply a clever de- 
vice of sales strategy. 

“Considering only ethical sup- 
plier relations and the law as a 
restrictive framework, you can 
negotiate everything in a con- 
tract,” he said. 

Ten Points 

He offered this 10-point blue- 
print: 

@Negotiate at home, giving 
your team the security of being 


GAYLORD 


researches out 


the failures 


You can’t afford to experiment: the 


wrong kind of shipping container can 


cost you hours, customers and dollars. 


So Gaylord packaging research engineers 


experiment for you with the complete 


box, liners, adhesives, interior design— 


the works. Every Gaylord container 


that you get is proven. 


Does your product need a better 


container? Call your nearby Gaylord 


Man. Let him and Gaylord Research go 


to work for you now. 
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IN CANADA + CROWN ZELLERBACH 
CANADA. LTD. VANCOUVER. B.C 


HEADQUARTERS. ST. LOUIS 
PLANTS COAST TO COAST 


on home base, whenever pos- 
sible. 

@Get your team briefed on 
strategy before the negotiations 
open. 

@ Prepare an agenda to your 
own advantage. 

®@ Break the problem into its 
logical parts; negotiate point by 
point and get each resolved in 
turn. 

@When necessary, observe a 
system of signals between mem- 
bers of your own team. 

@ Don't hesitate to _ isolate 
items if it’s to your advantage, 
and to get them out of the gen- 
eral negotiations and into the 
hands of specialists. 

@ Use histronics where advan- 
tageous; they may help. 

@Use an occasional ‘caucus’ 
outside the negotiating room as 
a means of reappraising the 
problem with your own team, 
delaying a concession for a more 
favorable trade, or changing the 
temper or tempo of the meeting. 

@ Develop the use of a series 
of key words, questions, etc. 
which can force a discussion to 
a decision. 

@ Try the psychology of seat- 
ing the seller team members be- 
tween your own team members 
to break up their solidarity. 

The job of a _ purchaser, 
Brooks said, is to proceed from 
the best information he can get, 
by way of the best strategy he 
can devise, toward the goal of 
getting procurement cost down. 
“The minute a salesman steps 
into the lobby, you’ve a number 
of alternatives,” he pointed out. 
“Your job is to pick the best 
ones.” 

Negotiation strategy planning, 
he emphasized, involves evalua- 
tion of five elements: timing, bal- 
ance of power between buyer 
and seller, means available for 
negotiation, salesman resistance, 
and probabilities of gain and loss. 


3 Timber Associations 
Set Up Technical Group 


Tacoma, Wash.—Three timber 
trade associations have formed a 
new intra-industry technical com- 
mittee to handle questions of mu- 
tual interest. 

The three are the Douglas Fir 
Plywood Assn., the West Coast 
Lumbermen’s Assn., and_ the 
Western Pine Assn. The new 
group, as yet unnamed, is com- 
posed of executives and technical 
experts from each association. 

The committee’s first major 
goal will be the development of 
valid basis stress values for west- 
ern woods, a function previously 
handled by the U. S. Forests 
Products Laboratory. 


Delivery Time Reduced 
On Prototype Switches 


Crystal Lake, Hll.—Oak Mfg. 
Co., maker of rotary switching 
devices, has set up a three-day 
delivery cycle for prototype 
switches. The firm’s new proto- 
type dept. claims it can custom- 
manufacture and deliver switches 
72 hours after receiving the 
order. 

Previously such orders took 10 
to 14 days. Oak says the faster 
cycle is due to the firm’s new 
facilities in a $3-million building 
in this town 50 miles northwest 
of Chicago. 
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Your best wire-rope buy— 


Your VALUE ANA 
Will Prove It! 


-Macwhyte 712IL>< 


YOU GET THESE ADDED VALUES 
WHEN YOU BUY MACWHYTE 


Reliable Company 

Reputable, long-established, independent 
wire-rope manufacturer. 

Stands 100% behind product quality. 


Stocked 

Distributors everywhere as near as your 
telephone. 

Network of Macwhyte factory warehouses 
supports distributors. 

Individual Service 

Special stocks are preplanned to meet your 
anticipated requirements. These stocks can 
be ordered out in any lengths you need, 
as you need them. 

Complete Line 

In addition to 7-Flex wire rope, Macwhyte 
makes a full line of related products for the 
convenience and economy of buying every- 
thing you need from one dependable source: 
Slings (Bulletins 5308-R, 5886) 
Corrosion-Resisting Wire Rope 

(Bulletin 49-30) 

Wire Rope Assemblies (Catalog 6101) 
Aircraft Cable, Terminals, 

Tie Rods, Assemblies (Catalog A-4) 
Engineering Service 

Recommendations made for all applications. 


Check it any way you want — prove to yourself that 7- Flex meets 
your requirements better than any wire rope you’ve ever used/ 


What are your criteria for evaluating wire 
rope? Do you look for strength? . . . for sta- 
bility, flexibility, pliability? Do you look for 
resistance to abrasion, crushing, and fatigue? 

Whatever the check-points of your value 
analysis — however severe your appraisal — 
7-Flex is sure to rate high on every count. 

7-Flex is a new concept in wire-rope design 
— seven strands laid helically around an in- 
dependent wire-rope core. It comes closer to 
being an all-purpose rope than any wire rope 
you've used before. 
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It’s as flexible as 8-strand wire rope — as 
rugged as 6 x 19 — and it resists fatigue like 
6 x 37. It is designed to outperform 6-strand 
rope — it has 167% more wearing surface. 
7-Flex saves you money on most hoisting, 
pulling, and holding operations. And it sim- 
plifies ordering and inventory. 

Diameters from %" to 1%" are available 
from any Macwhyte distributor. Order 7-Flex 
today and give it your value analysis. 

Further details and specifications in Bul- 
letin 60100-R. Write for your free copy. 


._. 7-FLEX* PREMIUM WHYTE STRAND WIRE ROPE 


THE RIGHT 


“7-F LEX” is a registered trademark of Macwhyte Company 


MACWHYTE WIRE ROPE COMPANY, 2800 FOURTEENTH AVENUE, KENOSHA, WIS. 


260 


Wire Rope Manufacturing Specialists Since 1896 
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New England P.A.'s Map 5-Year Plan for Pro-D 


Boston—Plan ahead is the 
Pro-D prescription of the New 
England Purchasing Agents Assn 
They have mapped out a five year 
plan to cover short and long 
term professional development 
thinking 

Highlights of 
this 1961-65 
blueprint in- Pro-D 


clude an eve- | Section 
ning course 
leading to a 
B.S. degree in business adminis- 
tration with a purchasing major, a 
VASCO correspondence course, 
a PERT seminar, and a seminar 
for P.A.’s secretaries. 

The New England group be- 
lieves that planning ahead will 
build a Pro-D program more at- 
tuned to the needs of the mem- 
bers. Also, the program is de- 
signed to involve many of the 
members directly in presenting 
courses, arranging sessions and 
the like. The result, they hope, 
will be wider attendance at meet- 
ings which offer every P.A. a 
way of bettering his managerial 
skills. 

Much of the credit for this 
long-range outlook goes to 
Herbert A. Hamilton, Jr., pur- 
chasing agent, Sperry Rand Re- 
search Center, Sudbury, Mass., 
and Harold Bloom, materiel 
manager, Avco-Everett Research 
Laboratory, Everett, Mass. Ham- 


CHAT: Pro-D-ers Harold Bloom 
and Herbert Hamilton, Jr., plan 
New England Assn. program. 


ilton, District 9 Pro-D chairman, 
previously headed the New Eng- 
land Assn.’s professional develop- 
ment committee now under 
Bloom’s direction. 

Reporting to Bloom are six- 
vice-chairmen, each heading an 
active committee: afternoon 
forums, schools and _ colleges, 
seminars, plant visits, value 
analysis-standardization, and spe- 
cial projects (publications, liter- 
ature, thought for the night, etc.). 

There has been a continuous 
buildup in the  association’s 
Pro-D activities and today com- 
mittee membership totals 35— 
approximately 6% of the group’s 
membership. 

However enthusiastic workers 
arent enough. The group needs 
a plan with over-all objectives to 
guide their efforts. These are the 
guides that New England is using 
to arrange their programs: 

@ Make basic and advanced 
purchasing courses available to 
members regardless of location. 

@ Provide members with in- 
formation on the latest thinking 
and management systems in the 
purchasing field and business in 
general. 

®@ Perform research and studies 
that will contribute to pur- 
chasing’s knowledge as a man- 
agement function. 

®@ Tackle special projects to aid 
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members and the national asso- 
ciation. 

These objectives keep Pro-D 
planning moving along. For ex- 
ample, the target date for the 
purchasing B.S. degree evening 
course has been set for fall 1962. 
As a result of experience in the 
field, it is hoped that P.A.’s may 
attain advanced standing and 
credit for some of the courses by 
passing a specially-designed exam 
in that subject. 

Once this course is available, 
planning for courses with a mas- 
ters in purchasing and then a 


doctorate in purchasing will be 
the next steps. “Rather than 
certification,” says Hamilton, “I 
feel you achieve greater recogni- 
tion by upgrading the educational 
evel.” 

rhe VASCO correspondence 
course is not expected to become 
a reality until 1963. However, 
last year’s value engineering and 
analysis workshop given in con- 
junction with Northeastern Uni- 
versity will be repeated in the 
spring semester. 

The 13-week course was based 
on the team approach and in- 


cluded 10 company teams made 
up of three men each from pro- 
duction, engineering, and pur- 
chasing. Bloom pointed out that 
four of the teams reported sav- 
ings in excess of $30,000 each, 
while the class total was over 
$200,000. At the close of the 
class sessions, he said, approxi- 
mately “half of the new ideas 
were in actual process of imple- 
mentation to the tune of over 
$100,000." 

“We are thinking of running a 
PERT seminar,” Bloom told PW, 
“because we feel this system Is an 
orderly method of planning and 
review.” Even though a_pur- 
chasing agent might not want to 
adopt this, he added, the P.A. 


should be apprised of what 
PERT can do. “It is important 
to keep up with new techniques,” 
Bloom stressed. 

Most of the association's mem 
bers come from within a 200 
mile radius, with the biggest con 
centration around Boston. How 
ever, some are scattered over 500 
miles away. “Membership is di 
versified,” reports Bloom,” so 
that we have found that a broad 
topic is not enough to attract peo- 
ple for our afternoon forums. We 
believe in a specialized approach 
to satisfy members’ needs and 
attract a greater number of 
people.” In some cases four and 
even six different seminars have 
been scheduled at the same time. 
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This man’s job is crime prevention. All day long he is on a 
stake-out, alert for the kind of crime that might do violence 
to the Johnson’s products you depend on. He makes 


STAKE OUT the final quality check on the floor finish and cleaners in 


Johnson's giant 8,000-gallon finishing tanks. = Even at 
Johnson’s Wax, mistakes can happen. Through human error. 
But they never get past this man and his laboratory crew. 


Instruments tell him the precise quality of every gallon we 


a produce. A slight error in the chemical proportions of a tank 
of liquid cleaner? Solid content too low in a batch of floor 
@ finish? If anything is not within our rigid specifications, he 


Purchasing Week November 13, 1961 


€ - ot LY Pode nti aa 
Nan dened soda ae 


Professional 
Development Perspective 


CONSULTANT 
ROBERT C. KELLEY 


Retired Director of Purchases, Dresser !ndustries 


Discusses Education Break-Through 
Emerging at the District Il Conference 


D uring my 34 years of attending conferences of purchasing 
agents I have heard many inspired talks by P.A.’s concern- 
ing what we now call professional development. 

But invariably, if you had the opportunity to go behind the 
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scenes after the conference, you would find very little, if any, of the 
theory expounded at the meetings in actual practice. 


Now drum-beating for Pro-D has been accelerated in NAPA 
circles and the results are beginning to penetrate the grass roots. 
And the District Il conference held last month in Dallas was one 
of the signs of this new educational break-through. 


It could be seen from the management side as expressed by 
former purchasing agent J. Eric Johnson, chairman of the board 
of Texas Instruments, Inc., and Max Clampitt, president of 
Clampitt Paper Co. And it could be seen from the purchasing 
side in two workshops plus addresses from NAPA President Rus- 
sell Stark and past NAPA President Paisley Boney. 


On the face of it, this was not an extensive or elaborate pro- 
gram. But it concentrated on one theme—purchasing education. 
Johnson's talk was called “Purchasing on Cloud Nine.” How- 
ever, he immediately got right down to earth. He said we have 
a constantly accelerating rate of change so, education in the 
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rejects it. That’s how we protect you and how we protect ourselves. It is the reason we can guarantee 


every one of our products. 


Johnson’s makes many heavy-duty products for building mainte- 


nance. For instance: WAXTRA!, a new combination of polymers and waxes that offers advantages 
neither could give you alone; and STEP-AHEAD, today’s standard for quick-maintenance finishes; 
or FORWARD, the buffered all-purpose liquid cleaner that works so fast, so hard, so thoroughly. 
These and many others. All these products have one thing in common. They come to you as you 
expect them to. Always highest quality. Always exactly right. Every time. 


JOHNSON /S} WAX... THE PEOPLE WHO TAKE A LONG HARD 
LOOK AT YOUR MAINTENANCE PROBLEMS—AND SOLVE THEM 


©S. C. JOHNSON & SON, INC., RACINE, WISCONSIN 
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future must be better. In fact, to- 
day’s great fund of information— 
some 15,000 technical journals 
published a month in the world 
—requires a great deal more edu- 
cation right now. 

Clampitt an- 


nounced _ that : 
every P.A. is Pro-v 
a salesman of| Section 
sorts. The P.A. ai 


has to use per- 

suasion to sell ideas to manage- 
ment and to sell his company’s 
good name to the outside. This 
too, it seems to me, indicates that 
the purchasing agent has to get 
an education in dealing with 
people. Dealing with people is 
the key to being an effective man- 
ager. 

One of the features at this 
conference was an original skit 
titled “The Right and the Wrong 
Way,” written and produced by 
Edward Ruthven of the Republic 
National Bank. The plot con- 
cerned a know-it-all P.A. who 
had just been appointed to the 
job and proceeds to foul up his 
relations with his vendors, his 
superiors, and his own organiza- 


tion. Finally, the erring pur- 
chaser saw the light and re- 
formed. 


What, then was different about 
this conference from the hun- 
dreds of others that I have at- 
tended over the years? 

First I would say it was prac- 
tical and down-to-earth. It was 
also spontaneous. In fact, when 
it came time for President Stark 
to speak he sensed this feeling 
and discarded his prepared ad- 
dress. Instead, he led an in- 
formal discussion of the challen- 
ges that face purchasing. He 
presented a concrete message 
stressing the thinness of today’s 
profit margins and how the P.A. 
must work to contribute to prof- 
its. Stark also suggested that the 
alert purchasing agent can sup- 
plement his company’s R&D 
program by getting the benefits 
of his vendors’ research at no 
cost. 

The second reason that this 
was a different brand of confer- 
ence lies in the fact that it was 
well organized and well-rehearsed. 
A younger, aggressive group has 
taken over the reins in Dallas, 
and has organized a speaker’s 
club in the association to teach 
interested members the art of 
public speaking. The results of 
this program were more than 
apparent. 

Third, we had more participa- 
tion by the members, which un- 
covered much hidden talent. 

Fourth, there was an under- 
current of competition. District 
I and District V have taken many 
deserving bows for being out- 
standing in education. Now Dis- 
trict Il has accepted the chal- 
lenge. The type of speaker is 
different. Instead of the profes- 
sional “wind-jammer” who has 
not the remotest connection with 
purchasing, there was a group of 
people who knew what they were 
talking about and kept to pur- 
chasing subjects. 

Finally, I think it was demon- 
strated that to have a good con- 
ference and a lot of interest, it is 
not necessary to develop an ela- 
borate program. The subjects 
chosen do not have to cover the 
waterfront. A few subjects, well 
handled can go a long way toward 
the educational success of a con- 
ference. 

The program chairman and 
the district officers deserve praise 
for the educational break-through 
in Dallas. 
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ew To Be A Short-S 


If you would be as short-sighted as the chap with the 20- 
nothing vision there, keep this rule firmly in mind: Avotp 
AVERY'S NEW K-6 SUPER-REMOVABLE LABELS. Reasons: 
1. Pressure-sensitive labels with K-6 adhesive are the world’s 
easiest to remove, even from the smoothest surfaces—if you 
used them you'd be missing a good chance to intimidate cus- 
tomers who would otherwise find difficulty in removing the 
labels from your products. 2. K-6 (an Avery exclusive) leaves 
no sticky residue on glass, plastic, or shiny metal products to 
mar the finish—if you used K-6 you'd be losing a swell oppor- 
tunity to provoke customers who prefer new products to look 
new. 3. Like all pressure-sensitive products, K-6 labels are 
easy to handle, stick with a touch. And they’re ideal for 
countless labeling operations—if you used them you'd be 


CHATTANOOGA ASSN. members 
heard NAPA President Russell T. 
Stark, Sr., dir. of pur., Burroughs 
Corp., Detroit, emphasize pur- 
chasing’s increasingly important 
role in a firm’s profit picture. 
Shown with Stark (seated, ctr.), 
are: (seated, I-r) Harlan Whit- 
field, assn. pres.; M. B. Eubanks, 
Dist. 7 v.p.; (stand., I-r) Hubert 
Fowler, treas.; Tom Cubine, dir.; 
H. B. Hendrix, 2nd v.p.; J. H. 
McDowell, dir.; Alex Morton, dir. 
of natl. affairs; and Drew John- 
ston. 


Ce 


Need for Professional Certification 
Outlined at Virginia P.A.s Meeting 


Lynchburg, Va.—Some_ 100 
members of the Old Dominion 
Purchasing Agents Assn. turned 
out for the group’s fall meeting. 

Marshall G. Edwards, admin- 
istrative assistant on the NAPA 
staff, explained to P.A.’s the need 
for professional _ certification. 
Along the same line, Frank M. 
Watson, Jr., assistant manager- 
purchasing, Virginia - Carolina 
Chemical Co., Richmond, stress- 
ed the importance of education 
in executive development. 


ighted Labeler 


throwing away an excellent chance to squander funds on 
expensive production involving heat, water or solvents. 

If, on the other hand, you have a tendency toward FAR- 
sightedness and need any kind of label—removable or perma- 
nent—you'll get along fine with Avery... the most respected 
name in pressure-sensitive products. Write for FREE SAMPLES 
of Avery K-6 labels to: Avery Label Company, 1616 S. Cali- 
fornia Avenue, Monrovia, California. 


Gota Sticky Problem? 


Avery Label Company 
A Division of 
] Avery Adhesive Products, inc 


@ivet avery awe mPan 


Purchasing Week 


Just how value analysis and 
public relations can aid in pur- 
chase executive development was 
explored by George White, pur- 
chasing agent, American Oil Co., 
Yorktown, Va., and Lester F. 
Williams, purchasing agent, 
Larus & Brothers Co., Inc., Rich- 
mond 

Williams said the purpose of 
the association’s public relations 
committee is to “relay the truth 
about purchasing to the public.” 

Watson, White and Williams 
are respective chairmen of the 
Old Dominion’s Pro-D, VASCO 
and public relations committees. 


Pro-D Calendar 


Chicago: Purchasing Agents Assn. 
of Chicago and Department of 
Business and Economics, Illinois 
Institute of Technology—Purchas- 
ing workshop, Nov. 14-15. 


Newark, N. J.: University Exten- 
sion Div., Rutgers 
Planning and Control Seminar, 
Hotel Essex House, Nov. 16; In- 
ventory Control Mgmt. Seminar, 
Hotel Essex House, Nov. 17. 


Production 


Boston: Materials Management 
Institute——Better Control of Qual- 
ity in Purchased Materials, Hotel 
Kenmore, Dec. 1. Also given: 
New York, Hotel Park-Sheraton, 
Dec. 5; Philadelphia, Hotel Syl- 
vania, Dec. 6; Cleveland, Hotel 
Pick-Carter, Dec. 13; Detroit, Hotel 
Sheraton-Cadillac, Dec. 14; Chi- 
cago, Hotel Sheraton-Blackstone, 
Dec. 15. 


SBA Asks P.A.s to Buy 
More From Small Firms 


Washington—Irving Maness, 
deputy administrator of the Small 
Business Administration, is try- 
ing to convince purchasing agents 
in big companies that they should 
steer more of their non-govern- 
ment business to small firms. 

Maness_ told PURCHASING 
WEEK that his plan is strictly 
voluntary, and that its success 
rests on the ability of himself and 
his staff to convince P.A.’s that 
small companies offer them ad- 
vantages in better quality, better 
service, and lower cost, plus in- 
creasing competition by broaden- 
ing the base of supply. 

Western Electric Co. was 
Maness’ first target. He had the 
cooperation of top management 
and was invited to come and 
make his pitch to the P.A.’s of 
the company. 

Maness said Western Electric’s 
management told him, “Come 
and tell it to our boys. We're 
with you, but they’re the ones 
that do the buying.” 

The result of his missionary 
work was a voluntary agreement 
with the P.A.’s that they would 
try to get more contracts to small 
business. Maness is hopeful, but 
he said, “it remains to be seen 
how successful we will be.” 

Western Electric was only a 
first stop for Maness. He hopes 
to get to “every industrial giant 
that will listen to me.” Ap- 
proaches to Ford and IBM pur- 
chasers are next. 

Maness said that in the last 
eight years, the emphasis of SBA 
has been on government work, 
with “not enough on commercial 
activities.”” His theme is to change 
the emphasis. 
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Carolina Perspective 


North Carolina Trade Fair 


By Billy Barnes 
P/W Correspondent 


urchasing agents from nearly all 50 states and several ioreign 
P countries have located new sources of supply in North Caro- 
lina through the state’s first trade fair held at Charlotte two weeks 
ago. 


Any Value 
Analysis 
inevitably 
hands 

the job to.. 
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Industrial P.A.’s came to the fair, liked what they saw, and 
apparently made most of the 300-plus exhibitors happy. 
Said one sales manager: “I now have more than enough leads to 
keep our salesmen busy for the next six months.” 

One pair of buyers, picked at random by PURCHASING 
WEEK, worked the Fair with a serious determination to find new 
suppliers. K.R. Westerlind and George B. Watson traveled 
from Long Beach, N. J., where Westerlind is v.p. and top pur- 
chasing man for Alkon Industries, Inc., which is setting up a 
branch plant at Rocky Mount, N.C. Watson will manage the new 
plant. 

Watson and Westerlind toured the fair with a special purpose 
in mind—lining up new sources of supply for the Rocky Mount 
plant. The plant will make metal curing sheds and the heat- 
curing equipment for use in bulk curing of tobacco. 

At the Frieze Engineering and Machine Co. (Charlotte) booth, 
Watson and Westerlind talked and dickered at length with the 
salesman. Said Westerlind: “We’re looking for a good source 


NEW 


~ SYLVANIA 


ee 


‘BANNER’ _ 


-+» MERC 


because only Sylvania offers all these advantages: 


1. Longer life —now extended from 9,000 to 12,000 
hours (that’s about 3 years of continuous service in a 
2-shift plant!), thanks to new trimetallic electrodes. 


2. More light— approximately 2 to 3 times the light of 
incandescents on the same power! You get more light 
output initially, higher maintained light, too. 


3. Ruggedized construction. Banner lamps stand up 
to fiercest punishment. From hard glass shell to solidly 
welded, multiple-supported innards, they shake off shock, 
vibration, weather. 

4. Life Recording Base—unusual feature saves pre- 
cious time, annoying paper work by letting you scratch 
installation date in code right on the base of the lamp. 


5. Certified Performance Policy —guaran- ry 
tees that: “Banner Mercury Lamps may be | ““*“ 
returned to the supplier for full exchange if | ay 
they fail in less than 1000 burning hours, and 
thereafter (up to 5000 hours) for pro-rata | 
exchange, in accordance with a pro-rata } 
exchange value table set forth clearly in the | eee | 
policy form.” ee 
PLUS Lowest TCL (Total Cost of Lighting), which 


means cost of lamps plus power plus maintenance. 
Sylvania assures you of lower costs all the way! 


oily fv... | 
BANN 
| MERCURY LAMPS 
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Lighting Division, Sylvania Electric Products Inc., Dept. 46, 
60 Boston St., Salem, Mass. In Canada: Sylvania Electric 
(Canada) Ltd., Montreal. 


~SYLVANI 


SUBSIDIARY OF 


GENERAL TELEPHONE & ELECTRONICS 
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| Thomasville, N. 


of used metalworking machin- 
ery. This company seems to be a 
first-class prospect.” 

The natural-gas exhibit 
stopped Watson and Westerlind 
for several minutes. The tobac- 
co-curing units they'll make in 
Rocky Mount will have to have 
high-powered heating units in 
them—some natural-gas fired, 
and some fuel-oil fired. The 
gas heating units on display at the 
fair got a going-over from the 
two Alkon Industries executives. 
At other booths they saw bear- 
ings, boilers, and metal-fabricat- 
ing equipment. 

Buyers such as Watson and 
Westerlind haven’t heard the last 
from contacts they made at the 
fair. Salesmen will be following 
up on them for months to come. 

At the Rex Plastics, Inc., 
C., booth 
(packaging plastics, and ma- 
chines), sales manager Glad 
Lawson had some names on the 
dotted line, and plenty more on 
his prospect cards. Lawson 
said: “We've sold five wrapping 
machines. The machines in 


AT THE FAIR: P.A. was king in 
‘pamper-the-buyer’ atmosphere. 


themselves don’t represent an 
earthshaking amount of money. 
But they'll use up a lot of our 
packaging materials in a year.” 

At the same booth, John Ed- 
wards, distributor for Poly-Tite 
packaging machines, said he had 
definite prospects for $10,000 in 
packaging-equipment sales. 

At the Scandura, Inc., display 
(Charlotte firm making friction 
materials including industrial flat 
belts and conveyor belts), staffers 
were optimists about their part 
in the Trade Fair. Salesman 
H. E. Farrington said: “I hope 
they have a fair like this every 
year. We haven't sold a great 
deal of goods, but we’ve had 
some inquiries that definitely will 
produce future income.” 

The fair generated definite 
“pamper the buyer” atmosphere. 
Five executive aircraft stood at a 
nearby airport to whisk seriously 
interested buyers to the plants of 
any of the fair exhibitors. 

The trade fair proved that 
North Carolina does have some 
largely-overlooked sources of in- 
dustrial supplies. 

The Carolina Rubber Hose 
Co.’s booth, for instance, showed 
many shapes and sizes of rubber 
hose, large sander rolls, and rail- 
road airbrake connections. 

A little-known, but growing 
maker of packaging materials, 
Archer Aluminum Co., division 
of the giant R. J. Reynolds To- 
bacco Co., is now doing a lively 
business in aluminum foil—half 
of its dollar volume in the food- 
packaging field, half in industrial 
applications (cable sheathing, ca- 


_pacitor windings, etc.). Now in a 


new, 300,000 square foot plant 
at Winston-Salem, N. C., Archer 
soon will break into the plastics 
field, making supplies for flexible 
packaging. 
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Industry News in Brief 


New Bliss Division 


Canton, Ohio—E. W. Bliss 
Co. will form a new division by 
consolidating its operations here 
with those in Salem, Ohio. The 
new unit will be headquartered 
in Salem, while corporate head- 
quarters will continue to be lo- 
cated in Canton. Production of 
the new division will include the 
company’s complete line of roll- 
ing mill equipment and heavy 
mechanical and hydraulic metal- 
working presses. 


Opens Illinois Office 


Mt. Carmel, Ill.—Pacific Press 
& Shear Corp. has opened an of- 
fice in La Grange, Ill., to sell and 
service its hydraulic shears, press 
brakes, and dies. The office will 
serve the greater Chicago and 
northern Illinois areas. 


Victory to Move 


Springfield, N. J.— Victory 
Engineering Corp., manufacturer 
of thermistors, varistors, and | 
thermal conductivity cells, will 
move to a large engineering and 
manufacturing plant here. The 
move is scheduled for mid-No- 
vember. 


SKF Publishes Manual 


Philadelphia—SKF Industries, 
Inc., has published a manual for 
aircraft and missile engineers con- 
taining engineering data and tab- 
ulations of precision bearings for 
air frames, propulsion units, and 
controls. 

The volume also contains a 
catalog of Reed instrument bear- 
ings. Reed is a division of SKF. 


New Microdot Office 


South Pasadena, Calif.—Mi- 
crodot, Inc., has opened an east- 
ern regional sales office in Bed- 
ford, Mass. The office will handle 
sales of Microdot cable and con- 
nector products throughout New 
Jersey, New York, and New. 
England. 


Research in Diamonds 


Detroit—General Electric Co. | 
has set up a diamond application | 
development laboratory at its | 
metallurgical products depart- | 
ment here. The new unit will | 
analyze GE’s man-made dia- 
monds, search for new uses for | 
them, and analyze performance 
testing Operations. 


New Purolator Subsidiary 


Rahway, N. J.— Purolator 
Products, Inc., a manufacturer | 
of industrial and automotive fil- | 
ters, has acquired On Mark Cou- | 
plings, Inc., Los Angeles. On| 
Mark designs and manufactures | 
flexible and quick disconnect cou- | 
plings for the aircraft and missile | 
industries. It will be operated as a | 
wholly-owned subsidiary of Puro- 
lator. 


New Eutectic Division 


New York—Eutectic Welding | 
Alloys Corp. has organized a new | 
National Accounts Div. The new | 
unit will include a group of highly 
qualified specialists devoted to | 
the servicing and needs of large | 
volume users of the company’s | 
products. Eutectic plans to place 
representatives in all extensive | 
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industrial and metropolitan cen- 
ters. 


Crane Carrier Diversifies 

Tulsa—Crane Carrier Indus- 
tries, Inc., has purchased Mur- 
dock Machine & Engineering 
Co., Wichita, Kan., a manufac- 
turer of aircraft and missile com- 
ponents and major machine 
assemblies. Crane, which makes 
dipped rubber products and car- 
riers for heavy equipment, is 
diversifying into the defense in- 
dustry. 


OS ANGELES 


St. Regis Reorganizes 


New York—St. Regis Paper 
Co. has reorganized the market- 
ing forces of its Bag Div. Un- 
der the new set-up, individual 
product managers have been 
named for the agricultural, chem- 
ical, food, and rock products in- 
dustries—the main commodity 
groups to which the division sup- 
plies multiwall and textile bags 
and packaging equipment. A 
new post, director of sales, also 
has been created. 


This timetable tells the story: 


Leave Los Angeles, 4:15 a.m. /Friday, June 2, 1961 
Arrive Denver, 1:30 p.m. / Saturday, June 3, 1961 
Arrive Lansing, 7:45 a.m. /Monday, June 5, 1961 


Avis Acquires Columbia 


Detroit Avis Industrial 


|Corp., manufacturer of electrical 


and automotive equipment, has 
acquired Columbia Metal Box 
Co., Inc., New York City. This 
is the fifth acquisition for the 
Avis firm in the past two years 
and expands its operations in 
the electrical field. Columbia 
produces boxes, wireways, metal 
conduits, and fittings for indus- 
trial and home use. 


| New L-O-F Glass Line 


| Toledo, Ohio—Libbey-Owens- 
| Ford Glass Co. has introduced a 


LANSING 


Shipper: Aluminium, Limited e Consignee: A Michigan aluminum fabricator 
Carriers: Los Angeles to Denver, Garrett Freightlines, Inc.; 
Denver to Lansing, Interstate System. 


Even if you never need this kind of expedited cross-country service, there’s an extra 
safety factor in knowing that you're being served by a carrier that can handle the 
hard ones as well as the easy ones. We have the experience, the equipment and the 
facilities to move almost anything almost anywhere. And, we'd like to serve you — 
trailerloads or LTL, coast-to-coast or just to the next town. We serve 24 states from 
Denver to the Atlantic Seaboard, through 69 modern terminals. Call us the next time 
you have freight to move within our authority. We're in the Yellow Pages. 
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new line of heat absorbing, glare 
reducing, gray tinted plate glass 
for use in homes, schools, com- 
mercial and public buildings. 

The new glass is called Parallel- 
O-Grey and comes in %-in. and 
|¥%-in. thicknesses. Its maximum 
size is 120 x 264-in. 


Trailer-Truck Financing 


New York — General Accept- 
ance Corp. has formed a new 
subsidiary to finance purchases 
of Highway Trailer Industries, 
Inc., trailer-trucks. The subsid- 
iary, Highway Trailer Finance 
'Co., will be located in Edgerton, 
Wis., site of a major Highway 
Trailer Industry plant. 
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Grand Rapids, Michigan 


NICB Urges Do-It-Yourself Productivity Studies 


New York—Productivity is be- 
coming much more than a broad 
gage economic indicator. Busi- 
nessmen, by applying it to their 
own firm’s experience, are get- 
ting a surprising amount of prac- 
tical information on cost, price, 
and profit trends. 

That’s the major conclusion of 
a new 110-page National Indus- 
trial Conference Board (NICB) 
study entitled “Measuring Com- 
pany Productivity.” Co-authored 
by productivity expert Dr. John 
W. Kendrick and Dr. Daniel 
Creamer of the NICB staff, the 
study finds that individual com- 
pany estimates are extremely 
useful for: 

ePrice and profit trends—by 
helping to estimate the effect of 
a given wage increase on price 
and profit margins. 

e@ Equipment  evaluation—by 
measuring the dollars-and-cents 
effectiveness of new machinery 
and equipment. 

e Production planning—by 
permitting closer planning and 
control of manufacturing opera- 
tions. 


e Plant differentials—by pro- 
viding management with informa- 
tion of changes in employee and 
manhour productivity in different 
plants. 

Another advantage of indi- 
vidual company productivity es- 
timates is that they permit effi- 
ciency comparisons between your 
own firm and the rest of the 
industry. Similarly, says NICB. 
“productivity comparisons with 
foreign firms give early indica- 
tions of lagging technical perform- 
ance that might adversely affect 
exports”. 

One disappointing finding, ac- 
cording to the new study, is the 
relatively small number of com- 
panies that are now actually cal- 
culating their own productivity 
estimates. NICB traces this to 
“an unawareness about such 
measurements for management 
uses and an unawareness of tech- 
nical progress contributing to- 
ward measurement at the plant 
level.” 


Computational Difficulties 


Another reason for the rather 
halting use of this approach may 
be computational difficulties. 
The NICB, in outlining methods 
of preparation, tacitly admits 
that there are many pitfalls to be 
avoided and problems to be 
solved before a firm can come up 
with a meaningful productivity 
figure. 

One of the major problems is 
price. Since productivity is de- 
fined as the ratio between input 
and output (in real terms), the 
price influence must be removed 
from all calculations. 

But this is more easily said 
than done, for the accounting 
records of all firms are almost 
invariably stated in terms of 
value—that is, dollar volume of 


sales, labor compensation, and so | 


on. 

To get around this, all eco- 
nomic data must be deflated— 
that is, expressed in constant dol- 
lars. But as the study points out, 
getting the right price index for 
deflation is often difficult and 
time-consuming. 

Another knotty problem is de- 
ciding on what productivity 
estimate is needed. Labor input 
per unit of output (output per 
manhour), while the most com- 
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mon measure, only gives a par- 
tial productivity picture. 

Machinery and materials in- 
puts, for example, also should be 
considered when evaluating pro- 
ductivity trends. That’s because 
an advance in one type of pro- 
ductivity is often accompanied 
by a decrease in another. 

Thus, a reduction in labor in- 
put may only be achieved by in- 
creasing machinery input. In that 


case, over-all gain to the firm. 


might be illusory. 
Combining heterogenous in- 
puts and outputs is perhaps the 


most difficult task of all. If the 
company makes several kinds of 
products, output of each must 
be “weighted.” 

Put another way, each output 
must be combined (in terms of 
relative importance) with all 
other outputs. The decision on 
relative importance of each out- 
put can often make a big differ- 
ence in results. 

Still another problem comes 
up in interpretation of results. 
Look at productivity from short 
and long range viewpoints and 
you get substantially different 


pictures—both of which are im- 
portant. 

Over a short period of time, for 
example, productivity is likely to 
fluctuate violently. Thus, in 
times of recovery, productivity 
rises sharply as manpower and 
machinery are better utilized. 
Conversely, productivity falls 
sharply in recessions. Such varia- 
tions are extremely useful in 
making unit cost estimates over 
the next 6-12 months. 

Over the longer pull, an aver- 
age “trend” can often be seen, 
with productivity rising a certain 
number of percentage points each 
year. This knowledge can be par- 
ticularly useful for evaluating 
relative industry position and for 


This mark tells you a product is made of modern, dependable Steel. 


making decisions on purchases 
of capital equipment. 

To help the reader visualize 
the problems involved, five case 
histories are included in the 
NICB study. Two of the five 
illustrate the measurement of 
only partial productivity—output 
per unit of labor. The other 
three show the measurement of 
total productivity—the changing 
relationship of all inputs (labor, 
materials, services, and capital) 
to output. 

A copy of this valuable report 
is available from NICB, 460 Park 
Avenue, New York 22, New 
York. Price is $2.50 to Confer- 
ence Board Associates. For non- 
associates, the price is $12.50. 


Sia. 
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a 


the American 


It opens, closes, and locks the rings, preventing spilled sheets. That’s about all a ring binder does. 


And yet, coming up with the right wire for this binder was more than half a job. National Blank Book 


Company, Holyoke, Mass., asked our sales representative for an assist. He conferred with Charlie 


Canney—one of our top service metallurgists. 1. Charlie met the people at National. 2. He talked to 


their production people, came up with a profile of the wire they wanted. It had to have a uniform 


temper, the right temper for making the binder’s snap-action ears, a clean, smooth surface for weld- 


ing and plating, a temper which would vee-notch cleanly and still be rigid enough to stand distortion 


during production. 3. Charlie took his problem back to our Worcester plant, talked it out with Clyde 


Westhaver, general foreman of cleaning, coating, heat treating; and Fred Brierly, product metal- 


lurgist. 4. And then to the Metallograph—an instrument used in one of the many tests that deter- 
mine the right properties. 5. Charlie’s report followed. 6. Next, into limited production on the wire. 
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The Law and You 


RECENT SALES TAX DECISIONS 


ennsylvania holds that a dealer processing scrap metal into 
P; saleable state cannot qualify for a manufacturer’s exemption 
from sales and use taxes. A state court held that processing of 
scrap is not manufacturing because no new and different product 
is created. (Commonwealth v. Sitkin’s Metal Trading, Inc., Court 
of Common Pleas, Pa.) 

In Alabama, the sales tax even applies to lumber products 
withdrawn by a manufacturer from his own stock for repairs, 
improvements, and maintenance of company operations. The 
ruling came down in a case involving a firm that processes forest 
products from logs cut on its own land and from logs also 
purchased elsewhere. After processing operations, it was not 


Wilfred Blades, quality control supervisor, and Francis 
Whalen, works metallurgist, kept close check on its con- 
dition during the initial draw. 7. Before shipment, Arthur 
Weissinger and John Conrad, lab technicians, took stress- 
strain recordings 8. The result: a ring binder that works 
just fine, and another satisfied customer. Call your 
American Steel and Wire salesman or nearest sales office 
the next time you need a metallurgical assist, or the 
best wire you can buy. American Steel and Wire, 
Rockefeller Building, Cleveland 13, Ohio. 

Innovators in Wire 
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e specialists who helped make it click. 


. i a | 
di P. ! = a x 
7” /€ & 
: “ he ae 

a. a= | 


‘ / 
a f ae 


possible to tell from which source the lumber products came. The court said a mileage form- 

The court held that the purpose of the retail sales tax is to tax | ula that determined the percent- 
the ultimate consumer, whoever this may be. If a wholesale |#8¢ of total which the property is 
purchaser uses purchased products for his own use, he must pay |"S¢d and located within the state 
the sales tax on such purchase; but at the same time, no tax is|'S # fair measure of bas - in 
ee ae on the logs owned by the company outright. ce mag eng = oe 7-1 
But in this case it was not possible to determine from which Supreme Court, Docket 3785). 
lumber source the company’s products were made, and the com- ; 


pany became liable for the sales tax on lumber it had used for MEETING OF THE MINDS 
repairs and maintenance. State of Alabama v. T. R. Miller Co.,| Yptess the contracting _ parties 


Alabama Supreme Court). ‘have the same understanding as 
\to what they are agreeing to, 


LOCAL PROPERTY TAX | there can be no assent and there- 
| 


The U.S. Supreme Court has ruled that a property tax can be | fore no contract. So, for a sales 


levied on trucks and equipment located in one state but used in | aa porediad eaipann pang 
interstate commerce. In dismissing an appeal from an Arkansas | anq agree to the same thing in 


case, the court ruled such a tax is constitutional provided it is! the same sense and at the same 
fairly apportioned. | time. 

The “same understanding” the 
law speaks of is determined by 
the court from the intention of 
the parties as expressed or mani- 
fested by their words or acts. A 
| Party, however, may not say that 
‘there was no meeting of the 
minds if his basis for saying so is 
|an undisclosed assumption or a 
secret surmise of either party. 

In a recent Missouri case a 
prospective purchaser made a 
down payment on the purchase 
price of restaurant fixtures and 
equipment. He made the down 
payment under the mistaken be- 
lief by both parties that they had 
reached an agreement as to all 
the items that were to be included 
in the sale. The court found that 
the minds of the buyer and seller 
had not met because they did 
not in fact agree as to the items 
that were to be included in the 
sale. The court thus ordered that 
the seller return the buyer’s down 
payment. (Macy v. Day, Spring- 
field, Mo. Court of Appeals, 346 
S.W. 2D 555). 


INTRASTATE VS. INTERSTATE 


| The Supreme Court is broad- 
ening the scope of business activ- 
ities that are considered to be 
“intra” as opposed to interstate 
commerce. 

Eli Lilly & Co. sued in a New 
Jersey court to enjoin the sale 
of its products by a New Jersey 
discount house at prices lower 
than those fixed in its minimum 
price contract. The discount 
house, referring to a New Jersey 
statute, maintained that Lilly, as 
an out-of-state corporation doing 
business within New Jersey, did 
not have the right to sue in New 
Jersey on any contract made 
there until it got a certificate 
authorizing it to do _ business 
within the state. The New Jersey 
law holds an out-of-state corpora- 
tion doing business within the 
state cannot sue in the state’s 
courts until it obtains a certifi- 
cate authorizing it to do business 
within the state. 

Lilly claimed its business was 
entirely in interstate commerce 
and so the law did not apply to 
it. But the court disagreed, say- 
ing “Lilly was, as a matter of 
fact, engaged in local intrastate 
business in New Jersey through 
the employees it kept there to 
induce retailers, physicians, and 
hospitals to buy Lilly’s products 
from New Jersey wholesalers in 
intrastate commerce.” (Eli Lilly 
& Co. v. Sav-on Drugs Inc., 
No. 203, October Term 1960, 
decided May 22, 1961.) 


American Steel and Wire 
Division of 
United States Steel 


(The above material was pre- 
pared by Sydney Prereau, tax 
consultant, author, and attorney. 
Reader inquiries on general tax 
and legal aspects of purchasing 
will be discussed here in accord- 
‘ance with space limitations and 
' epplicability ) 
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Meetings You May Want to Attend 


NEW LISTINGS 


American Society for Metals Regional Con- 
ference and Exposition—Shamrock Hilton 
Hotel, Houston, April 17-19. 


20th Annual S.P.1. Canadian Section Con- 
ference—Quebec City, Chateau 
Quebec, Canada. 


Frontenac, 


National Business Show—New York Col- 
iseum, New York City, June 4-8. 


PREVIOUSLY LISTED 
NOVEMBER 


7th Annual Eastern Industrial Packaging 
and Handling Show—Society of Packaging 
and Handling Engineers, Baltimore, Md., Nov. 
13-14. 


19th Annual Aerospace Electrical Society 


' Display—Pan 


Pacific 
15-17. 


Auditorium, Los An- 


geles, Nov. 


National Association of Aluminum Dis- 
tributors—11th Annual Convention, Arizona 
Biltmore Hotel, Phoenix, Nov. 15-18. 


National Electrical Manufacturers Associa- 
tion—35th Annual Meeting, Plaza Hotel, New 
York City, Nov. 16. 


National Industrial Traffic League—Annual 
Meeting, Denver-Hilton Hotel, Denver, Nov. 
16-17. 


Central States Industrial Distributors’ As- | 


sociation—29th Annual 
water Beach Hotel, 


Convention, Edge- 
Chicago, Nov. 19-20. 


Manufacturing Chemists’ Association, Inc.— 
| 22-25. 


11th Semi-Annual Meeting and Mid-year Con- 
ference, Nov. 21. 


Industrial and Government Surplus Trade 


Exposition—Veterans Memorial Auditorium, 


Columbus, Ohio, Nov. 25-29. 


DECEMBER 


9th Plastic Film, Sheeting, 
Fabrics Conference 
Dec. 7-8. 


and Coated 


Pierre Hotel, New York, 


1962 
JANUARY 


Automotive Engineering Congress & Ex- 
position—Cobo Hall, Detroit, Jan. 8-12. 


Southern Industrial 
tion—Annuval 
Hotel, Houston, Tex., 


Distributors’ 
Midyear Meeting, 
Jan. 21-23. 


Shamrock 


1962 Plant Engineering & Maintenance 
Show—Convention Hall, Philadelphia, Jan. 


Electrical Engineering Exposition 
York Coliseum, Jan. 29-Feb. 2. 


-New 


Associa- | 


| facturers 


FEBRUARY 


Gravure Technical Association Convention 
—Hotel Commodore, New York City, Feb. 26- 
March 1, 1962. 


MARCH 


Institute of Radio Engineers International 
Convention—New York City, March 26-29. 


APRIL 


19th Annual S.P.I. 
ference—Hotel del 
Calif., April 4-6. 


Western Section Con- 
Coronado, Coronado, 


1962 Show— Manu- 


Fair Grounds, 


Indiana Industrial 
Building, State 
Indianapolis, April 4-6. 


American Management Association—31st 
National Packaging Exposition, New York 
City, April 9-12. 


Western Space Age Industries Exposition 
and Conference—Cow Palace, San Francisco, 
April 25-29. 
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For 

the man 
who wants 
everything 


Factory assembled 
Herc-Alloy Slings 
have welded cou- 
pling links.. 
registered and 
tagged with in- 
dividual serial 
numbers. 


—Q. 
 & 


-are 


in 
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HERC-Alioy Vel) 


SLING CHAINS 


@® high resistance to impact loading 

, @® maximum safety for overhead lifting 
Quick way to get up-to-date came. 
on the use of new plastics 


Call your nearby Polymer representative for a “‘Parade 
of Plastics” presentation of the newest and most impor- 
tant POLYPENCO*® industrial plastics applications. See 
for yourself how progressive industries are now putting 
plastics to work cutting material costs, improving per- 
formance and extending the life of parts in all types of 
machinery and equipment. 


Herc-Alloy is the original alloy steel chain...was the 
first to be tested, registered and guaranteed in slings 
.was the first to be permanently branded with 
embossed make and grade marks.. 
has been the favorite of many experi- 
enced chain buyers since 1933. 


Send for the Herc-Alloy Data Book — in- 
cludes valuable information on the selec- 
tion, care, use and inspection of slings. 


SLINGS IN A HURRY! 


Make up your own quality slings 
with genuine Herc-Alloy compo- 
nents (chain, master links and hooks) 
and Hammerlok coupling links, all 
quickly available from your CM 
Distributor. No peening, no welding. 
Simple, safe. Ask for Hammerlok 
instruction folder. 


You'll get valuable tips on new design possibilities as 
well as time and money-saving ideas for new maintenance 
and tooling improvements. Polymer “Parade of Plastics” 
will bring you up-to-date on new availabilities . . . new 
and different applications that may be the answer to your 
immediate problem or the long-range solution to others 


in your plant. Call your CM chain distributor 


COLUMBUS McKINNON CHAIN DIVISION 


CORPORATION 


“It pays to keep posted on plastics, and Polymer ‘Parade 
of Plastics’ is the fast, easy way to do it... without 
obligation, of course.” 


Write for Bulletin BR-1, your plastics story in print, or 
contact your Polymer representative for further in- 
formation. 


LUMB MCKINNON 


TONAWANDA, N.Y. 
NEW YORK (Mountainside, N.J.) * CHICAGO 
* SAN FRANCISCO (Factory Branch) 
/In Canada: COLUMBUS McKINNON LIMITED, ST. CATHARINES, ONTARIO 


RUGGED - DURABLE 
THE POLYMER CORPORATION OF PENNA. 


Reading, Pa. / Export: Polypenco, Inc., Reading, Pa., U.S.A. 


POLYPENCO" Plastics Engineering in Action 


NYLONS + TFE-FLUOROCARBONS + OTHER PREMIUM PLASTICS 
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Help Your Suppliers to Plan Ahead, Industrialist Advises P.A.'s 


Syosset, N. ¥Y.—Many P.A.’s 
are faced with the problem of 
how to get production people to 
build adequate procurement lead 
time into their planning. A pur- 
chasing-minded chairman of-the- 
board, Stanley Gartman, of Budd- 
Stanley Co., microwave equip- 
ment manufacturers, has studied 
the issue, and 
concludes that 
application of 
three rudimen- 
tary rules could 
reap returns in 
the long run 
more dramatic 
than those 
gained by val- ; 
ue-analysis. S. GARTMAN 
They are: 

@ Make sure all bidders know 
the calendar date on which the 
award will be made. 


@ Invite the bidding vendors to 
name alternate delivery dates if 
such counterproposals will result 
in a lower price. 

@Specify for the bidders the 
exact buy quantity desired, if 
known. Don’t play ‘footsie’ with 
quantity quotes that obviously 
won’t be needed. 

Gartman says these proce- 
dures, simple as they are, almost 
never are put to work by industry 
or government. “It’s a concept 
that managers don’t seem to un- 
derstand,” he says. “But for a 
project to succeed, the idea must 
go deep within an organization.” 

What, then, is so special about 
Gartman’s view of lead time? 
First, he points out that the aver- 
age P.A. thinks of his work in 
terms mainly of three watch- 
words: value, price, and delivery. 
“The fourth dimension in pur- 
chasing is time. Time is worth 
money, but some people don’t 
realize they pay much more when 
they deprive their vendors of 
time,” he says. 

Time Aids Bidder Planning 

By giving a prospective bidder 
a definite target date for the bid 
award, Gartman points out, the 
contractor gains a real advantage. 
This is because his bidder is able 
to fit together exactly the pieces 
of his ever-changing production 
puzzle, and come up with a truly 
meaningful cost estimate. If he 
doesn’t know the exact time he 
would begin production, he can 
only assume an average situation, 
halfway between the worst and 
the optimum. His quote, when he 
doesn’t have this time informa- 
tion, will contain a_ certain 
amount of hedging against the 
chance that his shop will be 
chock full and he'll have to go 
on overtime. 

Insufficient information on 
“when the clock will start,” Gart- 
man says, forces the bidder to 
pass on his uncertainty—and a 
share in the loss of valuable study 
time—to his second tier suppliers. 
Thus, lack of specific time knowl- 
edge has a cumulative effect 
down the line. Gartman describes 
it as a freight train when the 
engine starts smoothly forward; 
the caboose can’t move until all 
the cars take up the slack. And 
the time lag is translated force- 
fully into a sudden jolt. 

The most important effect of 
specifving the award date is that 
the bidder can see whether or not 
the additional production would 
fall in a “peak” or a “valley,” and 


| 


optimum production | 


so can make allowances for his| might come up with a substantial | several quantities for quotation, 
load problems. For|cost reduction if he can have a| but gives no hint which one is 
example, he could arrange to/ little time leeway. Gartman says| the present buy quantity, the bid- 
schedule the work on shifts that| that a rigid outlook on delivery | der is forced to go into a lot of 
are presently working under ca-|time can get lopsided. In some | unnecessary — and costly — re- 
cases, such as when a truckload | search. He can’t help but neglect 
Gartman’s second suggestion | gets sent back when it’s just a few| a good, thorough job of cost re- 
that the bidder be invited to sug-| hours early, it can get downright | search on the “mystery” quantity; 
gest alternate delivery dates—if | ridiculous. 
cost savings will result from his for sure. Gartman says, “Why 
not tell the bidders your buy 
combination—is another legiti-; Determining the actual buy quantity? It can only work to’ 
mate benefit of ample lead time.| quantity too often becomes, for both parties’ advantage.” 
The bidder knows his own house- | the bidder, a version of the shell; When the P.A. seeks top-level | letting your bidders in on your 
keeping problems, and often! game. When a bid invitation lists| backing on this time problem,|time and quantity secrets?” 


Buy Quantity 


the one that only the buyer knows | 


and incorporates the above three 
stipulations on his bid requests, 
he will, Gartman says, “usually 
find a supplier whose ‘valley’ 
coincides with his needs. The re- 
sult will be a favorable quote.” 
Gartman caps his arguments by 
saying that most manufacturers 
“. . . don’t act as if they realize 
their suppliers need the same 
kind of time that they themselves 
need to analyze the situation. 
After all, what’s so painful about 


Only this label can assure you of Air Express priority service 


Let’s clear up a frequent misunderstanding: AIR EXPRESS is not a general term for all air freight. It’s 
a specific air-ground shipping service: AiR EXPRESS Division of R E A Express. Many businessmen 
learn this the hard way. They assume that the famous AIR EXPRESS advantages of jet speed and door- 
to-door service apply to all air shipping companies. It just isn’t so. There’s only one way to be 


sure your shipment is first on, first off, first there—via 
all 35 scheduled U. S. airlines. Or gets kid-glove handling 
throughout the U. S. and Canada. And that’s to be sure 
it gets this label. If it doesn’t... it’s not AiR EXPRESS. 


AIR EXPRESS 


& CALL YOUR LOCAL REA EXPRESS OFFICE FOR AIR EXPRESS SERVICE 


Profitable Reading for P. A.’s 


New Books 


Data Systems for Military Packaging, 


Electric Vibrators 
Presents data and specifications 


AMA Report No. 61. Published by 9 Company’s 14 “pulsating mag- 


American Management Assoc., 1515 

Broadway, New York 36, N. Y., 111 

pages. Price: $3.00 (AMA members | 
-$2.00). 


This report, based on a recent 
briefing session by the AMA 
packaging committee, discusses 
special problems of packaging | 
goods to meet military specifica- 
tions. 

The book is divided into two 
parts: Part 1, “Meeting the Chal- 
lenge”, discusses the problems 
involved in meeting stringent 
military specifications and the 
changing patterns of military law. 
Part II, “The Means to a Uniform 
Code”, discusses the specifica- 
tions in detail and compares the 
various manuals and documents. 


Marketing Principles and Methods | 
by Charles F. Phillips and Delbert J. 
Duncan. Published by Richard D. | 
Irwin, Inc., Homewood, Ill., 779! 
pages. Price: $10.60. 


The importance of marketing 
in the American Economy has 
never been more evident than it 
is today, according to the authors. 

The fourth edition of this 
widely used text places emphasis 
on marketing management and | 
the future role of the marketing 
executive. The authors describe 
and evaluate our present market- 
ing system and indicate signifi- 
cant changes. 

Recognizing that marketing 
plans must begin with the in- 
dividual consumer or the indus- 
trial user and work back through 
the retail and wholesale middle- 
man to the manufacturer or pro- 
ducer, the authors present a 
comprehensive picture of the en- 
tire marketing scope. Included 
are chapters on: retailing and 
wholesaling consumers’ goods; 
marketing industrial goods, in- 
cluding raw materials; marketing 
policies and practices; marketing 
activities and the government; 
and more. 


From the 
Associations 


Steel Foundries 


New edition of directory of | 


steel foundries lists all North 
American steel foundries, their 
officers, types and sizes of cast- 
ings produced, testing facilities, 
number of employees, monthly 
Capacities, etc. In addition to 
sections devoted to Canadian and 
Mexican steel foundries, there is 
an index to steel foundries by 
states. Copies of this 270-page 
book are available at $15 per 
copy from Steel Founders’ So- 
ciety of America, 606 Terminal 
Tower, Cleveland 13, Ohio. 


From the 
Manufacturers 


Brazing Alloys 


Reference chart lists 56 metal 
compositions, density, and melt 
and flow temperatures for Silva- 
loy silver brazing alloys and 
Engaloy precious metal brazing 
alloys. Technical Service Dept., 
Englehard Industries, Inc., 75 
Austin St., Newark 2, New 
Jersey. 
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net” models, plus other pneu- 
matic and hydraulic units. Also 
discusses electric vibrator acces- 
sories including: dovetail cast- 
ings, water-proof and dust-tight 
cases, etc. Bulletin No. 81461 
(12 pages). Syntrol Co., 936 
Lexington Ave., Homer City, Pa. 


Processing Machines 


Describes multi-station auto- 


matic assembling and processing 
machines for the manufacture of 
incandescent and _ fluorescent 
lamps, electronic parts, bowling 
balls, typewriter components, 
etc. (20 pages). Swanson-Erie 
Corp., 814 East Eighth St., Erie, 
Pa. 


Packaging 

Provides 20 tested methods to 
improve packing and shipping 
operations. Includes chapters on | 
safety, savings, product protec- 
tion, new techniques in packing 


DIRECT 


LINE 


SERVICE 


and shipping, and more. (16 
pages). Better Packages, Inc., 
Shelton, Conn. 


Air Power Presses 


Gives information on com- 
pany’s complete line of air power 
presses. Includes 24 press sizes} 
from % ton to 50 ton force at| 
80 psi air line pressure. Data| 
given includes dimensions as well | 
as technical information. Bul- 
letin 0960-BBL (7 pages). Han- 
nifin Co., Dept. 354, 501 S. Wolf | 
Road, Des Plaines, Ill. | 
Broaches 

Discusses company’s line of 


| comparative 


| tion 


broaches, including: keyway 
broaches, square, round, and 
hexagonal broaches, etc. Gives 
sizes, specifications, operating 
and ordering information, and 
more. (20 pages). The DuMont 
Corp., 289 Wells St., Greenfield, 
Mass. 


Light Metals 

Gives characteristics, proper- 
ties, and design data on light 
metals, including: magnesium, 
aluminum, titanium, etc. Lists 
values in tabular 
and graphic form to aid in selec- 
of materials. (44 pages). 
Brooks & Perkins, Inc., 1950 W. 
Fort St., Detroit 16, Mich. 


BRIDGEPORT 
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4a New Plants, Expansions 


_, | duction Co., plans to build a new 


SHERWIN-WILLIAMS CENTER: Sherwin-Williams Co. has opened a new 
paint research center on Chicago's south side. The buildings, formerly 


Adds Hydrogen Facility 


| San Francisco—Air Reduction 
| | Pacific Co., a division of Air Re- 


tics products, is planning another | plants get their galvanized steel 
expansion of its plant facilities. from the Wheeling Steel Co. 
The present project, costing | plant at Martin’s Ferry, Ohio. 


| $250,000, will be completed in 


|type hydrogen production facil- | 2" a a = 
ity at its Richmond, Calif., plant. P ' 

The $1,000,000 unit, scheduled | 
for completion by April, 1962, | 
will produce ultra high purity | q 
hydrogen gas. 


New Galvanized Source 


Wheeling, W. Va.—Wheeling 
orrugating Co. has opened two 
|new plants for fabricating gal- 
. : | vanized steel. The plants are 
Builds Plastic Plant located at Havana, Ill., and Jef- 
Mantua, Ohio—Samuel Moore fersonville, Ind., both accessible 


a Pullman Co. factory, is near the Sherwin-Williams Kensington plant. & Co., makers of extruded plas-!to the Ohio River. The new 


ARE YOU GROWING FAST? 


Quick-response service that keeps pace with 
quick-changing needs is available to you 
through Bridgeport’s unique “Direct Line” 
sales policy. Problems of delivery, scheduling, 
or alloy selection can be discussed directly 
with our Metals Centers, mills or “decision 
makers” by your Bridgeport salesman or 
deskman. Because of this top-level contact, 
your Bridgeport man can give you the type 
of authoritative service on aluminum sheet 
that eases your buying problems. Bridgeport 
can help you grow! 


Aluminum sheet is rolled to “special metals” quality 
by Bridgeport’s modern mills at Warren, Ohio and River- 
side, California. Well stocked Bridgeport Metal Service 
Centers provide quick local service in major metalwork- 
ing areas nationwide. Bridgeport salesmen and desk- 
men offer a helpful objective service to metal buyers 
in the proper selection of aluminum, krass and copper 
alloys...call Bridgeport Brass Company, Bridgeport 2, 
Connecticut... offices in principal cities. 


COILED AND FLAT SHEET: WIDTHS to 48”, GAUGES 0.006” 
to 0.125”—IN ALLOYs: 1100, 1145, 3003, 3004, 5005, 5050, 
5052, 5357, 5457, 5557... Bringing 95 years of metals 
experience to the production of quality aluminum. 


BRIDGEPORT 
BRASS COMPANY 


ALUMINUM SHEET 
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| Precision Plating Plant 


Toledo, Ohio—Bunting Brass 
\& Bronze Co. has formed a pre- 
icision plating department at its 
plant here. The new department 
can perform close-tolerance plat- 
|ing of steel bearings and similar 
|parits by either electrolysis or 
immersion. 


Expands Rubber Facility 


Cleveland — Goodrich-Gulf 
Chemicals, Inc., has _ started 
an 8% expansion of synthetic 
rubber production at its plant in 
Institute, W. Va. The expansion 
program will provide increased 
output of cold styrene-butadiene 
rubber, but will also increase pro- 
duction of other types. 


Builds Helium Extractor 


Kansas City — National He- 
lium Corp. plans to build a $50- 
million helium extraction plant 
in Liberal, Kan. The project will 
be completed next summer. Na- 
tional Helium is jointly owned 
by Panhandle Eastern Pipeline 
Co. and National Distillers Co. 
National has a contract to supply 
the U.S. Government with helium 
for 20 years. 


Mercury Set to Move 


Chicago — Michle-Goss-Dex- 
ter, Inc., said its subsidiary Mer- 
cury Engineering Corp., will be 
moved from Milwaukee to Chi- 
cago, in order to utilize idle plant 
space at its Miehle Div. here. The 
subsidiary makes machinery 
used in paper carton production. 


Chaitin Switches Hq. 


San Francisco — Chaitin 
Equipment Co., has moved to 
larger quarters here, which pro- 
vide four times as much space as 
previously. Chaitin, a material 
handling distributor, specializes 
in loading dock equipment and 
engineered conveyor systems. 


Jefferson to Build 


Houston—Jefferson Chemical 
iCo., Inc., will erect a new unit 
\for the manufacture of pipera- 
zine. This will be the third major 
operating facilitiy at Jefferson’s 


| Conroe, Tex., plant. 


New K&R Facility 


Appleton, Wis.—Kurz & Root 
Co., has moved its Burbank di- 
vision to a new plant in Ana- 
heim, Calif. The new facility will 
‘more than double the manufac- 
turing space occupied at the 
Burbank plant, and will handle 
‘the backlog of its Pacific Div., 
which produces ground support 
equipment for missiles and jet 
aircraft, static power supplies, 
diesel engine generator sets, and 
electronic systems. 


Mcintosh Plans Berne Unit 


Detroit—MclIntosh Stamping 
Corp., a producer of a heavy 
‘compressed steel components for 
‘the automotive and electrical in- 
\dustries, will construct a new 
| plant in Berne, Ind. The new 
plant is designed for the manu- 
\facture of heavy-gage pressed 
|and coined steel pole pieces and 
|other specially engineered parts. 
iIt will cost $250,009. 
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| How a Week’s Mail Stacked Up at Four Companies 


Electro-Optical Systems Inc. 


Circulars 


Orkin Exterminating Co 
13% 


Circulars 


Acushnet Process Co. 


Circulars 


he paper blizzard that descends on every purchasing department with the 
incoming mail is particularly awesome in the small organization where one busy 
P.A. has to shovel his way out. 

To find out how a small purchasing department—two or three men strong at 
most—handles the task, PURCHASING WEEK asked some representative P.A.’s 
across the country to add up how much mail comes in during a week and keep 
track of what happens to it. All had a common complaint—trying to wade through 
a constant flow of circulars and advertising matter to find out which ones are 
useful and which ones are unwanted is a nuisance at best. At Acushnet Process 
Co., New Bedford, Mass., for example, in one week 74 circulars rolled in, 35 of 
them addressed by name. In a department that consists of a director of purchases, 
a P.A., and an expeditor, this averages about 25 circulars per man. At the same 
time, the purchasing department during the same week got 85 first class letters, 54 
bid replies, and 16 telegrams. 


Give-Aways Are Troublesome 


“Especially troublesome,” comments Acushnet Purchasing Agent Charles R. 
Hinkley, “are the gimmicks—give-aways that promise free gifts for large orders 
of office supplies. These offers end up in the ‘round file’ under my desk.” 

Like Hinkley, George Stevenson, procurement manager for Electro-Optical 
Systems, Inc., Los Angeles, fills his wastebasket daily with unwanted mail. In a 
typical week last summer, he had to look at 77 circulars which arrived for a 
department made up of two buyers besides Stevenson. In that same week, the 
procurement department received only 16 letters and 19 bid replies, along with 
20 telegrams, all of them screened by Stevenson. 

Stevenson feels that his firm is on a lot of mailing lists by mistake. The company 
name is picked up from one source or another by the sender who thinks Electro- 


PO a Pikes 
THE MAIL MUST GET THROUGH: George R. Stevenson, procurement manager, Electro- 


Optical Systems, Inc., goes through the daily mail himself to weed out what 
is important and what is waste, Stevenson's staff includes two other buyers. 


30 Purchasing Week 


Are You Foundering ina | 


Four P.A.s Tell About | 


Screening, Sorting, Weeding Are 


But Check Shows Wastebaskets 


Optical might be a possible customer. Many times, he reports, it’s an area in which 
Electro-Optical is not at all interested. 

At Orkin Exterminating Co., Inc., Atlanta, Purchasing Agent Thomas E. Burson 
received just 39 circulars in the week reported, but this number usually doubles in 
the months when new products are being introduced. However, Burson does not 
discard every unwanted brochure that arrives for the three-man department. If 
any technical folder looks as though it might be of interest to other departments 
in the company, he passes them along. 

In the week, Orkin’s purchasing department got 211 first class letters (a good 
many of which were advertising circulars), 37 bid replies, and 5 telegrams. In 
addition, there were 30 to 45 requisitions arriving by interoffice mail from other 
branches of the company. Most of the regular correspondence from branch offices 
usually comes in as first class mail, and was included in the 211 total. 


How to Handle the Deluge 


The problem, of course, is how to handle the mail deluge and still have time to 
do purchasing work. Here’s how the system at Acushnet’s precision molded 
rubber mechanical goods plant operates: 

All mail arrives at a central mail desk. This is not a mail department as such, 
but more or less a clearing station to sort the incoming bundle into departments. 
Mail for the purchasing department goes to Hinkley’s secretary. She separates 
it into acknowledgments, correspondence, and publications such as stock lists 
and magazines. (Acushnet’s molded rubber purchasing section received six tech- 
nical and professional publications in the week surveyed.) The secretary also 
weeds out what is obviously “junk mail.” 

The office maintains an open file containing original inquiries, so that when 
replies with references come in, the secretary can easily find the original inquiry 


purchasing agent for Orkin Exterminating Co., Inc. in one week Burson had to 
sort over 290 pieces of correspondence which was routed to his two man staff. 
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| Flood of Incoming Mail? 


| Their Survival Systems 


Among Most Common Techniques 


Get Widest Application by Far 


and attach it to the reply before routing it to the purchasing agent. All this mail, 
including catalogs, advertising matter, and circulars, except for literature concern- 
ing certain specific raw materials, goes to Hinkley’s desk. Other correspondence 
addressed to the director of purchases or the expeditor is routed around Hinkley. 

“Even with my secretary throwing out a lot of unnecessary mail advertising, 
I still do a lot of dumping myself after a second look,” Hinkley says. 

At Acushnet, the purchasing department does not handle invoices. Accounts 
payable has the authority to pay all invoices without prior purchasing department 
approval, unless an invoice comes in that does not agree with the original purchase 
order in any way. If the invoice has a different routing or delivery date, or a 
variation in quantity or material from the purchase order, it is routed to Hinkley 
for investigation and approval before payment is made. The purchasing agent 
feels that with this system (only a small number of invoices get bounced to 
purchasing) he has a chance to do his job of purchasing rather than spend all his 
time checking bills. 

At Orkin, where the purchasing department consists of a P.A., an adminis- 
trative assistant, an inventory clerk, and two secretary-typists, all purchasing 
department mail goes first to the administrative assistant who opens it but does 
not route or discard anything. Then Purchasing Agent Burson does the weeding. 


Invoices Go to P.A. 

Unlike Acushnet, all invoices are directed to the purchasing agent, so that 
Burson sees every piece of mail coming to the department. He also checks over 
the invoices, before forwarding them to accounting for payment. 

Like a snowball rolling downhill, the volume of incoming mail increases sub- 
stantially for a larger purchasing department. At the Norton Co., Worcester, Mass., 
for example, the department consists of a general purchasing agent, a purchasing 


DELEGATE THE DUMPING: At Norton Co. General Purchasing Agent G. D. Sequin 
has assigned his secretary to the task of separating the useful correspondence from 
the “junk mail.” Above she demonstrates where the unwanted mail ends up. 


How P.A.’s Get on Mailing Lists 


With the daily wave of incoming advertising matter, the 
P.A. may wonder where the sender got his name. Here are 
the sources: 


® Past orders with any industrial manufacturer gets you on 
the list. 


Salesmen from many companies make routine name and 
address reports of prospects. 


Mail orders automatically put you on that company’s roll. 


Trade and telephone directories are combed for potential 
customers. 


Trade show registration lists turn up names and companies. 


Questionnaires and inquiries to management bring in a 
potential source. 


Firms not in competition often exchange or sell their lists. 


agent, three buyers, a chief buyer, a wheel and miscellaneous bulk supplies head, 
and a supervisor of stores and accounting section. The general P.A. and his seven- 
man staff chalked up these totals in one week: 

@ 325 letters received. 

@ 157 letters requiring answers. 

@ 132 letters not requiring answers. 

@ 36 letters requiring information by phone or wire. 

@ 430 miscellaneous advertising matter, newspapers, periodicals, and direct 

mail advertising. 

@213 miscellaneous advertising, newspapers, etc. rerouted. 

@217 miscellaneous advertising, newspapers, etc. discarded. 

@ 1,359 invoices processed. 

At Norton the mail routing job is divided between a full time secretary, who 
directs the flow to the buyers, and General Purchasing Agent G. D. Seguin’s 
secretary, who weeds out the matter addressed to him. According to Seguin, 
most of the advertising material comes in addressed to him. 

A look at Sequin’s mail count underscores what the small department P.A.’s 
noted about the mountain of advertising matter. In the week reported, Norton’s 
purchasing department threw out over half of this correspondence. 

How do you get on these mailing lists? It’s safe to say that a P. A. who has 
ever done any business is on a list, probably many more than just one. Ia some 
companies the salesman makes a routine name and address report of everyone he 
sees for his firm’s mailing rolls. An industrial distributor’s salesman may get you 
on three or four lists with one call. Other companies, in noncompetitive relations, 
exchange their mailing lists. Other sources: the telephone directory, convention or 
trade show attendance lists, association magazines, questionnaires and surveys 
previously conducted by a company. 


FIRST SPOT CHECK: Acushnet Process Co.’s P.A. Charles R. Hinkley also puts his 
secretary to work on the in-coming mail. She makes an initial check of the bundle, 
but despite this precaution, Hinkley still has to do some of the discarding himself. 


November 13, 1961 Purchasing Week 31 


Purchasing Week’s 


School for Strategists 


his week, “School for Strategists” puts you beside the engineer’s drawing 

board as he makes decisions on a new product that involve reliability, 
component life, and costs. These problems are top headaches in the missile, 
aircraft and electronic industries, but even consumer soft-goods manufacturers 
have found that these concepts can help them give the customer a more trouble- 
free, longer-lasting product. 

This session focuses your attention on the situation where different com- 
ponents have different lives, or different degrees of reliability. As you'll find 
out with a few minutes mental gymnastics, the answer isn’t to buy the longest- 
lived component. 

Devised by P/W Consultant Martin L. Leibowitz, these problems are 
presented in the form of games, an exercise in disciplined decision-making 
to help you improve your purchasing practices. 

Here’s how they work: 


Sample Problem 


You’re a Purchasing Agent seeking bids on a certain type of material, and 
you know that the more bids you get, the better price you'll receive from 
vendors that want your order. But it costs $200 to process each bid, so the 


GRIPCO GUS 
expands the gang... 


Have you met hard workin’ GRIPCO GUS? His job is finding 
the best nut for your application—and that naturally includes 
developing new ones from time to time. His latest brainstorm 
is a particularly good example of this continuous service. 
More important, it’s a particularly good nut. Take a look: 


The New GRIPCO* TAB WELD NUT 


$1 (Spotweld Type) Single weld area for appli- 
cations where space is a factor. 


$2 (Spotweld Type) Double weld area for maxi- 
mum strength. 

P1 (Pilot Projection Type) Single weld projec- 
tion. 


P2 (Pilot Projection Type) Four weld projec- 
tions, eliminating rocking during welding oper- 
ation and to give a maximum weld. 
All offering: 
e Self-locating pilots for fast, accurate posi- 
tioning—no locating devices needed. 
e Convenient location of pilots and projections 
—no retapping required. 
@ Fast, clean welding—minimum current, short 
time-cycle. 
e High welding quality, low carbon steel con- 
struction. 
e Optional self-locking feature—the exclusive 
GRIPCO Toplock. 
e Complete range of sizes available for imme- 
diate delivery from stock. 
Get the full details on the new GRIPCO Tab Weld Nuts—including 
data on welding set-ups and complete price information—from your 
GRIPCO GUS. You'll find him listed in the Yellow Pages under 
“Bolts & Nuts” as the local GRIPCO Representative. 


*GRIPCO is a registered trademark of Grip Nut Co. 


Subsidiary of Heli-Coil Corporation, 
T COMPANY Danbury, Conn. 
1111 Maple Ave. © South Whitley, Ind.* Phone: South Whitley 723-5111 
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more bids, the higher will be the processing cost. Your problem is: How 
many bids should you ask to effect your greatest saving. 

Here’s the procedure to use in solving this problem: 

(1) What are you trying to do? You're trying to decide how many bids you 
should ask for in order to effect the greatest possible saving. 

(2) What data do you have? You know it costs you $200 to process each 
bid. You know, too, that if you invite only one bid, you'll be at the vendor’s 
mercy. But if there’s competition, you'll get a better price. So amassing all 
the price data you can get, you come up with these estimates of savings: $500 
if two vendors bid; $850 if three bid; $1,100 if four bid; $1,200 if five bid; 
$1,300 if six bid. 

(3) Arrange this data in an orderly fashion. 


Bids Solicited Savings 
0 

$500 

$850 

$1,100 

$1,200 

$1,300 

(4) Now find the variables. They are: the number of bids, the amount of 
the savings, and the cost of processing. As the number of bids increases, so 
does the amount of money saved—and so does the cost of processing the bids. 

(5) What are your alternate courses of action? In this case, they are the 
number of bids you can ask. 

(6) Now, formulate a mathematical sequence. You've already done part 
of this in Step 3; what you have to do now is add two more columns—one 
listing the cost per bid and the other giving the net savings; i. e., Column 3 
subtracted from Column 2. Like this: 


Savings 

Number on Net 
of Bids Purchase Cost of Savings 
Asked Price Processing to Firm 

0 $200 $200 

$500 $400 $100 

$850 $600 $250 
$1,100 $800 $300* 

$1,200 $1,000 $200 

$1,300 $1,200 $100 


And there’s your answer (starred). You should solicit four bids because 
that’s your point of greatest net savings, $300 ($1,100 savings on material 
less the $800 cost of processing). If you solicit fewer or more bids, the cost 
of processing them will eat up more of the material savings and give you a 
smaller net. 

Now, try the two following problems on your own. 


Problem I. 
Component Failure 


The Elisha Corp. was in the process of developing an important new prod- 
uct—the Elisha Control Box. Basically, the “Box” was a simple device con- 
sisting of two essential components—the Evaluator and the Actuator. The 
primary design problem was one of reliability combined with a high cost of 
repair. 

For the Box to operate effectively, one Evaluator and one Actuator must 
be in working condition. The active lifetime of Evaluators was one year. 
Actuators, on the other hand, had an active lifetime of only three months. 
Thus, if only one Evaluator and one Actuator were built into a Box, it’s oper- 
ating lifetime would only be 3 months—unacceptably short. 

One of Elisha’s engineers proposed a Box design employing 3 Actuators 
and a Switch. Only one Actuator would be in operation at any given time. 
However, when the operating Actuator failed, the Switch would automatically 
“turn on” a fresh Actuator. 

What would be the lifetime of the new Box design? If the Switch itself had 
an active lifetime of 8 months, how would this affect the lifetime of the box? 


Problem Il. 
Reliability Costs 


The chief engineer of Elisha Corp. liked the idea of a Control Box with 
extra Actuators. However, he felt that the final design should be based on a 
study and cost analysis of alternate designs covering various numbers of 
Actuators. 

He found that the production cost of Control Boxes increased with the 
number of Actuators in the following manner: 

Number of Production 
Actuators in Box 


1 


2 
3 
4 
5 


Because of the extremely high cost of repair, he decided that a Box which 
failed should be replaced rather than repaired. 

If the chief engineer’s objective was to minimize the over-all cost per oper- 
ating time, which Box design should be selected? 


(Answers on Page 43) 
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In the World of Sales 


Robert E. Meade—to sales manager, 
Philadelphia district, Amphenol-Eastern 
Connector Div., Amphenol-Borg Elec- 
tronics Corp., Broadview, Il. 


James E. Tegay—to eastern regional 
sales manager; R. P. Connor—to western 
regional sales manager, Scientific and 
Process Instruments Div., Beckman In- 
struments, Inc., Fullerton, Calif. 


H. Koretz—to director of sales, western 
division, Anken Chemical & Film Corp, 
Newton, N. J. 


Hayward K. Mann—to general sales 
manager, Clevite Transistor Div. of 
Clevite Corp., Waltham, Mass. 


Henry M. Bailey—to resident sales 
manager, Kin Tel Div., Cohu Electronics, 
Inc., San Diego, Calif. 


William J. Kotowicz—to manager of 


ON SOUTHERN 
ERS 


SPECIALIZES 


in 
be 


Bo 

i> o>~ 
Standard 
Fasteners 


for METAL 


When yow specify Southern fasteners, you are 
adding quality to your products, and speed to 
your assembly operations. Southern Screw is 
a specialist in plated or plain USA-made stand- 
ard fasteners for the metal industry. This 
means dependable quality and reliable service 
with every order. Buying from Southern also 
means that your “‘specials’’ may be a standard 
stock item in Southern’s 1,500,000,000-piece 
supply at the Statesville, North Carolina plant. 
Write for and examine Southern Screw’s cur- 
rent Stock List. Then see what 15-year special- 
ization in making quality fasteners can mean to 
you. Address: Southern Screw Company, P.O. 
Box 1360, Statesville, North Carolina. 


Manufacturing and Main Stock 
in Statesville, North Carolina 


WAREHOUSES: 


New York @ Chicago @ Dallas @ Los Angeles 


Types 1, 23 & 25 Thread Cutting Screws 
Machine Screws & Nuts © Tapping Screws 
Stove Bolts © Drive Screws @ Carriage Bolts 
Continuous Threaded Studs ©® Hanger Bolts 

Dowel Screws 


South 


SCREW COMPANY 


STATES VILA WORTH CAROLINA 
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aluminum sales, Joseph T. Ryerson & 
Son, Inc., Houston, Tex. 


Ivan Kenis—to sales manager, defense 
products and services department, Olin 
Organic Div., Olin Mathieson Chemical 
Corp., New York City. 


C. Richard Hocker—to sales manager, 
Line Electric Div., Industrial Timer 
Corp., Orange, N. J. 


Roger W. Robinson—to general sales 
manager, Automotive Div., Clark Equip- 
ment Co., Jackson, Mich. 


Phedon C. Kontulis—to Philadelphia | 
district manager, magnet wire sales, Inca 


Mfg. Div., Phelps Dodge Copper Prod- 
ucts Corp., Ft. Wayne, Ind. 


David W. Horst—to eastern sales man- 


ager, Aircraft Div., Aeroquip Corp., Jack- 
son, Mich. 


Ansul extinguishers are 
perennial favorites with 


wheeled, 


America’s largest com- 
panies and most knowl- 
edgeable fire protection 
experts. There’s a reason: 


write for it! 


they last longer, cost far 
less to maintain...and 
pound for pound, dollar 
for dollar they put out 
more fire. 


ANSUL 


ANSUL CHEMICAL 


.dry chemical, carbon dioxide and water 


COMPANY 


MARINETTE, WISCONSIN 


our catalog describes the complete ansul line of listed and approved extinguishers — hand portable, 


stationary, mobile and automatic systems. . 


Harold W. Koons—to regional sales 
and service manager, southeastern United 
States, American-Lincoln Corp., Toledo. 


Charles R. Eisenstein—to district man- 
ager-sales, Expansion Joint Dept., Badger 
Mfg. Co., New York City. 


Ernest E. Bang—to advertising and 
sales promotion, Truscon Div., Republic 
Steel Corp., Youngstown, O. 


S. R. Gregg—to sales 
tems Div., Friden, Inc., 
Calif. 


manager, Sys- 
San Leandro, 


R. L. Hanes and E. George Hartmann 

—to vice presidents in charge of sales, 
Colorado Fuel & Iron Corp., New York 
City. 


James D. Bowen—to sales manager, 
Sorensen product lines, Raytheon Co., 
South Norwalk, Conn. 


John P. Birtwell—to regional manager 
of sales, industrial and converting papers 
in the Chicago area, Burbank Papers, 
Inc., Fitchburg, Mass. 


H. Fred Cockrill—to manager of ad- 
vertising and sales promotion Berger 
Div., Republic Steel Corp., Canton, Ohio. 


C. T. Morison—to branch sales mana- 
ger, New York office; William Betz—to William Callery, Jr.—-to sales manager, 
aircraft products sales manager, Preci-| Hiller Aircraft Corp., Palo Alto, Calif. 
sion Meter Div.; Floyd M. Cassidy—to | 
aircraft product sales manager, Precision| Ralph F. Goodwin—to district sales 
Meter Div., Minneapolis-Honeywell Reg- | manager, New England territory, Indocto- 
ulator Co., New York, Manchester, N. H., | therm Corp., Rancocas, N. J. 
and Washington, D. C., respectively. 

| William A. Ellars—to southwest re- 

David Garrison—to Philadelphia dis-| gional sales manager; Rich Anderson— 
trict sales manager, Synthane Corp., Oaks, | to mid-eastern regional sales manager, 
Pa., and Glendale, Calif. | Hills-McCanna Co., Carpentersville, Ill. 


BORROUGHS 


all-round value fo 
your shelving dollar 


FZ 


THERE’S MORE to Borroughs Shelving than just steel posts and shelves. Borroughs 
Shelving has a ruggedness, flexibility, and an ease of assembly that put it in a class 
all by itself. No special tools are needed for assembly — shelves are adjustable without 
nuts or bolts —— every unit is complete in itself. Yes, Borroughs gives more all-round 
value for your shelving dollar. Write Borroughs today for many, many more facts that 
prove this statement. 


this feature alone should swing you to Borroughs! 


Insert 4 shelf support 
brackets with finger-tip 
ease — no fumbling with 
studs, bolts, nuts or lock 
washers. 


Tilt shelf into 


support brackets = 
with the greatest of 
ease — shelf is ready 

for loading. 


Represented in Sweet’s Catalog. 
Plant Engineering File 4G BO 


BORROUGHS MANUFACTURING COMPANY 


OF KALAMAZOO 
A SU 


UBSIDIARY F THE AMERICAN META 


send for catalog 


3080 NORTH BURDICK ST amp KALAMAZOO, MICHIGAN 
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Follow-Up: Letters & Comment 


Long and Short 


Paoli, Pa. 
In “Product Perspective” of the 
Oct. 30 issue (p. 20), you refer to 
microwave systems as using ultra 
high frequencies and also that the 
“radio waves are very long. . .” 
According to radio theory, 
these statements are mutually ex- 
clusive—since wavelengths vary 
inversely to the frequency as per 
the formula: 
300 
Wavelength in Meters SEE 
Freq in Meg 


Actually, the frequencies used 
in microwave systems are ex- 
tremely high (3,000 to 30,000 
megacycles) and the wavelengths 
are very short (10 centimeters to 
one centimeter). 

Isadore Gross 
Manager of Purchases 
Burroughs Laboratories 


Pro-D 
Pittsfield, Mass. 
In the Oct. 9 issue I noticed 
reference under the “Professional 


Development Calendar” (p. 16) 
to Materials Management Insti- 
tute courses being given in vari- 
ous locations. 

How can | contact them fo: 
further information about these 
courses? 

H. Philip Farnham 
Manager - Subcontracting 
Ordnance Department 
Defense Electronics Div. 
General Electric Co. 

@ Write to the Institute at: 


221 Columbus Ave., Boston 16, 
Massachusetts. 


Speedier Reading 


San Francisco, Calif. 

On page 16 of the Oct. 16 issue 

of PURCHASING WEEK there is an 

article entitled “Speedier Read- 

ing Can Net Tangible Rewards.” 

In this you mention Reading 

Laboratory, Inc.’s $1.25 book 

“Cut Your Reading Time in 

Half.” I would like to buy it but 

have been unable to locate the 
book in local book stores. 

R. E. Sorenson 

Purchasing Agent 

Jordan International Co. 

@ Copies are available from 


Reading Laboratory, Inc., 500 
Fifth Ave., New York 36, N. Y. 


STEEL “LEFTOVERS” ARE HARD TO EAT UP 
... yet eat up profits 


Steel ‘‘leftovers” pile up because you bought in quantity to get a better price and 


hoped you’d find uses for them. . 


cancelled out half-way through. 


. or you ordered in quantity for a job which 


How can you avoid “leftover” steel? And its profit-gobbling cost of possession? 


Reduce or even eliminate your own inventory . 


. . let your convenient steel 


service center carry the inventory. It delivers exactly what you want, just when 
you want it, unloaded closest to your machines that will use it. Service centers 


also can provide cost-cutting preliminary processing of steel for you . 


cutting, edging, burning. 


. . Shearing, 


Perhaps your accounting and production people don’t realize the real cost of 
possession of steel in your inventory? If not, ask your steel service center for the fact- 
filled booklet, What’s Your Real Cost of Possession for Steel? Or write us for a copy. 


COST OF POSSESSION . 


. to determine your own cost of 
possession tor steel in inventory, consider all these factors: 


Cost of capital: inventory, space, equipment 


Cost of operation: space, material handling, cutting and burning, 


scrap and wastage 


Other costs: obsolescence, insurance, taxes, accounting 


YOUR STEEL SERVICE CENTER 


STEEL SERVICE CENTER INSTITUTE 


Teaching Machines 


Portland, Ore. 

In your Sept. 18 issue, under 
the heading “Teaching Machines: 
Professional Aids for Busy 
P.A.’s?” (p. 45), you stated that 
a programed textbook on “use 
of slide rule” was available at 
$3.95. 

Will you please advise me as 
to where this item may be ob- 
tained? 

L. J. Levisee 
Director of Purchases 
Hyster Co. 


@ It is published by Double- 
day Publishing Co., 501 Franklin 
Ave., Garden City, L. I., N. Y. 


Synthetic Rubber 


Allahabad, India 

Under the heading “Current 
Research and Development” 
(P/W, Aug. 14, 61, p. 43) the 
following appeared: 

“Rubber that is slippery to the 
feel and touch but still has the 
elasticity and other desirable 
properties of the natural or syn- 
thetic product has been developed 
by Quantun, Inc., a Connecticut 
Research lab.” 

Could you let us have the full 
address of this research lab? 

Nandi Khanna 


@ It is: Lufbery Ave., Walling- 
ford, Conn. 


Adding an Amen 


Alliance, Ohio 

Wish to add our “Amen” to 
James Callahan’s (P.A., Pitts- 
burgh Steel Co., Pittsburgh) letter 


| On price cutting—very well writ- 


ten and, how true! (P/W, Oct. 
23, 61, “Letters,” p. 40). 
R. H. Cost 
Asst. P. A. 
Transued Williams 
Steel Forging Corp. 


To Our Readers 


This is your column. Write 
on any subject you think will 
interest purchasing executives. 

Send your letters to “Fol- 
low-Up,” Purchasing Week, 
330 West 42nd St., New York 
36, N. Y. 


WHERE-TO-BUY 


National section for new 
equipment, services, and merchand:s« 


SPACE UNITS: 1-6 inches. 

RATES: $20.70 per advertising inch, 
insertion Contract rates on 
Subject agency commission 
cash discount 


purchasing 


per 
request 
and 2% 


How To Get Things Done 


po ef 


BOARDMASTER VISUAL CONTROL 
Your operations are pictured at a glance. 
You save time, money and prevent mixups 
by Seeing What is Happening at all times. 


540-F Terminal Tower * Cleveland 13, Ohio 
Convenient to every steel user, steel service centers are 


customer-oriented, technically competent, fully equipped 
for fast delivery of steel in any type, form, and quantity. 


Ideal for Production, Maintenance, 

Inventory, Scheduling, Sales, Etc. 

Easy to Use. You write on cards, 

snap on metal board. Over 750,000 in Use. 

(FREE) 24-Page BOOKLET No. CD-20 
Mailed Without Obligation 

GRAPHIC SYSTEMS 
925 Danville Road * Yanceyville, N.C. 


SERVICE CENTER 
INSTITUTE 
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Tapping the Distributors 


Curtis Names Distributor | cersfield, Calif., and Mid States 


St. Louis, Mo.—Curtis Mfg. 
Co.’s Pneumatic Div., appointed 
Compressed Air Equipment Co., 


Hopkins, Minn., as exclusive dis-| 
tributor of the Curtis line of air} 


compressors, high pressure wash- 
ers and automotive lifts. Com- 
pressed Air will serve oil com- 
panies, automotive oil equipment 
and industrial jobbers and dis- 
tributors in Minnesota, North 
and South Dakota, northern Iowa, 
and Wisconsin. 


New Plastic Distributor 

Detroit—Cadillac Plastic & 
Chemical Co., has named Earle 
M. Jorgensen Co., Los Angeles, 
as distributor of its Cadco nylon, 
Teflon, Delrin acetal, and Lexan 
polycarbonate. Jorgensen will 
stock and distribute the thermo- 
plastic in sheets, rods, and tubes 
through its warehouses in 10 
cities west of the Mississippi. 


ASARCO Names Agent 


New York—American Smelt- 
ing and Refining Co.’s wholly 
owned subsidiary, Lake Asbestos 
of Quebec, Ltd., Quebec, has 
named Harry A. Baumstark & 
Co., St. Louis, as sales agent for 
chrysotile fibre in the St. Louis 
and Kansas City areas. 


Elwell Appoints Rep 


Cleveland Elwell-Parker 
Electric Co., makers of Elpar 
electric industrial trucks, ap- 
pointed Stoffel Equipment Co., 
Milwaukee, as its manufacturer’s 
representative. 


Worthington Corp. 


Harrison, N. J.—Worthington 
Corp. has appointed three new 
distributors of its mechanical 
power transmission — products: 
Girardi Bearing Co., Salinas, 
Calif.; Ress Machine & Supply, 
Lincoln, Neb.; and Top Power 
Equipment Co., Inc., Kilgore, 
Tex. Worthington also appointed 
two new oil field distributors: 
Kern Electric Distributors, Bak- 


Employment 


VALUE ANALYST 


Growing Wisconsin company seeks 
man to age 35 to conduct and 
implement new program of Value 
This 
man will report to the Vice Presi- 
dent 


salary from four to mid-five figures. 


Analysis for cost reduction. 


and command a starting 
Candidates should possess some 
background in Value Analysis as 
well as Industrial Engineering and/ 
or Purchasing. Automotive or 
heavy equipment assembly is ap- 
plicable. Degree in Management 
or Engineering preferred and po- 
tential for definite advancement 
is sought. Our employees know of 
this opening and your resume will 


be treated confidentially. 
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Armature Works, Salina, Kan. 


Wheelock Signals 

Long Branch, N. J.—Wheel- 
ock Signals, Inc., has appointed 
McKnight Co., Menlo Park, 
Calif., as sales representative for 
its military and industrial relays. 
Wheelock also makes signals sys- 
tems. 


Flexible Tubing 
Guilford, Conn. — Flexible 


KNOW YOUR 
SYMBOLS 


x 


This symbol stands 
for fusible switch 


< 
This symbol stands 
for QUALITY 


Tubing Corp. has named Joseph 
Kennedy Co., Indianapolis, Ind., 
to handle its Thermaflex air con- 
ditioning products. Joseph Ken- 
nedy Co. will represent the firm 
throughout Indiana. 


Synflex Products 


Mantua, Ohio—Synflex Prod- 
ucts Div., of Samuel Moore & 
Co., has appointed Baldwin Belt- 
ing, Inc., New York; and Rich- 
mond Rubber Co., Inc., Rich- 
mond, Va., distributors of its line 
of nylon industrial hoses and 


polyethylene vinyl and nylon tub- 
ing. 


Industrial Electronic 


North Hollywood, Calif.—In- 
dustrial Electronic Engineers, 
Inc., has appointed Gramer and 
Co., Phoenix, Ariz., to represent 
the company in Arizona. Gramer 
and Co. will carry a complete 
line of IEE products. 


Ortho Div. Revamped 


San Francisco — California 
Chemical Co, has reorganized 
the marketing department of its 
Ortho Div. The reorganization in- 
cludes the creation of a national 


marketing staff and regrouping 
of sales and districts throughout 
the country. Ortho manufactures 
agricultural, garden and home 
chemical products. 


Aerotec Industries 


Greenwich, Conn.—The In- 
dustrial Div. of Aerotec Indus- 
tries, Inc., manufacturers of dust 
collecting systems, scrubbers, 
fan-stacks and allied equipment, 
has named Young C. Smith & 
Co., Birmingham, Mich., as its 
representative in the lower Mich- 
igan and northeastern Ohio terri- 
tories. The area was previously 
covered by Metrol Co., Detroit, 
Mich. 
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continued regrouping of procurement functions into the mate- 
rials management concept. 

This action indisputably indicates that management is at last 
conscious that the materials area offers a potential for large 
savings. It is further recognition that the functions of procurement 
belong together, just as do the functions of finance, production, 
and all the other business functions. 

Now that management has got the ball rolling, there is conten- 
tion among qualified purchasing executives over what should and 
should not be included in the materials management set up. This 
is risky, because while purchasing leaders debate the issue, others 
may willingly take over what management wants consolidated. 

Where companies have brought together procurement func- 
tions, management efficiency as well as corporate profits have 
imvroved. Different companies have different degrees of con- 
solidation. For example, firms with heavy incoming freight are 
more likely to have traffic as a part of the materials consolidation 
than those with heavy outgoing shipments. Whatever the ultimate 


degree of consolidation, there 
seems little doubt that manage- 
ment will continue to consolidate 
the procurement functions. 

The thing to remember is top 
management’s desire that the 
materials management function, 
the procurement function, or the 
supply management function, 
whatever it’s called, be done 
efliciently. Top management is 
not in the least concerned with 
who does it. This is important to 
purchasing agents. Those in pur- 
chasing who have made the grade 
as materials managers did so be- 
| cause they were qualified. 

We in the purchasing profes- 
sion are in a favored position. 
We have a knowledge of vendors, 
basic economics, forecasting, and 
negotiation which the other con- 


Make PRESTEEL® |tenders for the top materials 


CONSULTANT 
LAMAR LEE, JR. 


Stanford University, Graduate School of Business Faculty 


Discusses the Materials 
Management Revolution 


rT" here is now strong evidence that the importance of materials | 
and the inter-relationships among all materials functions is 
finally starting to be understood. 
And the best example of this increased understanding is the 
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“ONE PLUS” 
METHOD 


SHORT RUN 
METHOD 


“WATCH DOS" 
SERVICE 


Applies when you 
need just a few 
pieces for proto 
types or experi 
ment. We hold all 
Critical dimensions 
yet avoid tooling 
charges 


More than “a few,” 
but less than pro 
duction quantities 
Temporary tooling 
simple dies and 
special presses 
keep costs down 


Applies when quan- 
tity, tolerance, size 
and contour factors 
justify our standard 
production tooling 
and/or nominal die 
charges 


A routine proce- 
dure. We re-evalu- 
ate repeat orders 
as to quantity and 
specs—then use 
the Method best for 
you. 


YOUR STAMPING DEPARTMENT 


|management job often do not 
|have. If we will study and fill 
|the gaps in our knowledge, and 
| encourage rather than resist con- 
solidation, we should be man- 
agement’s logical choice for this 
coveted position. Gaining a com- 
plete understanding of inventory 


control; receiving, traffic, and 
storekeeping, and their inter-re- 
lationship is a good start. 

Management’s basic goal in 
any industrial activity is the de- 
velopment and manufacture of 
products that can be marketed 
at a profit. Behind this goal is 
the proper blending of the “five 
M’s”—men, machines, materials, 
money, and management. Ma- 
terials today is in the foreground, 
but it has not always been so. 

During the progress of our in- 
dustrial system, the relative 
weights of the five M’s have pe- 
riodically shifted. In the early 
days manpower was the dominant 
element. Then through the rev- 
olutionary concept of mass pro- 
duction, machines became more 
important than the labor tending 
them. Until the rise of labor 
unions, manpower became a rel- 
atively unimportant element. 

Next the mass production con- 
cept lead to mass markets which 
in turn nurtured the development 
of huge trusts. Money took its 
turn as the dominant segment of 
the five M’s. 

Finally, another shift rolled in 
when theories of scientific man- 
agement showed that productive 
output and profits could be in- 
creased substantially, without in- 
creased capital investment. Man- 
agement then became _ the 
dominant M. 

All these shifts in the impor- 
tance of the five M’s occurred be- 
fore World War I. Since that 
time the emphasis has slowly, but 
steadily, been shifting toward 
materials. As manufacturing be- 
/came more and more specialized 
i and production runs became 
: longer, unit labor costs decreased, 
: 'while materials costs increased 
| until now the single largest ele- 
_ment of product cost is materials. 

Except for the materials climb 
| to importance, all changes in the 
importance of the five M’s took 
place with startling suddenness. 
Top management was literally 
blasted into recognizing and act- 
ing on the changes. 

In contrast the changing em- 
phasis to the dominance of ma- 
‘terials has been evolutionary, not 
revolutionary. | Unquestionably, 
the slowness and the unspectac- 
ular character of the change to 
materials has tended to delay the 
‘recognition of its importance. 
But now that recognition has 
come, and materials management 
is coming, it’s time for purchas- 
ing to get ready. 
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See why it pays to get in touch with Presteel. 
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The Services displayed and briefly described 
in the chart above permit selection of the 
exclusive cost-cutting and quality-controlled 
techniques best. suited to your specs and quan- 
tity requirements. You specify and we deliver. 
This definition of ideal Stampings production 
is the result of specialization in stamping 
since 1913. 

With Service in Stampings you get top quality 
Stamped Metal Parts (1) ih any size, any 
shape, ranging from tiny lock washers to elec- 


tronic chassis to husky rocker arms. . . (2) 
in any quantity, from a single prototype to a 
million or more . ; . (3) all within accepted 
tolerances and finishes for the class of work 
involved ... (4) at surprisingly low cost. 
So... for better Stamped Metal Parts, faster} 
and at low cost, call DAvis 5-2631 or send 
your prints for quotes directly to the.. | 
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4711 Union Street, Glenbrook, Conn. 
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KOROPON EPOXY COATINGS — 
HICOR VINYL PLASTIC COATINGS 


...give high corrosion and chemical 
resistance. } 


SYNTHEX ENAMEL SYSTEMS 


..- protect areas where mild 
corrosives are prevalent. 


HEAT RESISTANT COATINGS 


«+. withstand temperatures from 
300° to 1200° F. 


The systems listed are good reasons to call 
DeSoto. They are examples of the many 
customized finishes available for every 
maintenance requirement. More good reasons: 
You get free consultation with experienced 
DeSoto survey engineers.* They'll analyze 
your painting problem—then recommend 
the best coating at the lowest possible cost. 
This start-to-finish solving of industrial 
maintenance problems makes DeSoto your 
best long-range and short-term buy. Service 
from DeSoto is like that. Write for details. 
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P.A.s Credited With Key Role in New P&W Drill 


West Hartford, Conn.—Pur- 
chasing played a key role in de- 
veloping Pratt & Whitney Inc.’s 
new low-cost, numerically con- 
trolled drilling machine the 
*Tape-O-Matic.” P&W’s mar- 
keting strategy indicated the need 
for a tool priced at $8,595, well 
below the cost of similar equip- 
ment. A low price would encour- 
age many small companies to try 
numerical control. This, P&W 
felt, was an untapped market (see 
P/W, Oct. 23, 61, p. 1). 

The tool as designed offered 
Significant cost-cutting advan- 
tages to the shop operator, such 
as automatic, point -to- point 


movement of the drill, fast table | 


operation and accuracy to .0001- | 
in. But a significant cost break- | 
through had to be made to keep 
the price low enough to en- 
able small firms to acquire it. 


THE ‘TAPE-O-MATIC’: P&W hopes 
new drill will lure small shops 
into the use of numerical control. 


Here was the challenge to 
P&W’s manufacturing - engineer- 
ing-purchasing team. 

Because many of the parts and 
components on the “Tape-O- 
Matic” were “buy” rather than 
“make,” purchasing, under P.A. 
Gregory C. Gates, had a crucial 
task from the first planning stage. 
After P&W’s marketing organiza- 
tion determined the features and 
price goal for the tool, all de- 
partments—engineering, produc- 
tion, and purchasing — were 
called in to determine through a 
trial run whether a low price 
machine was possible. 

“From the beginning,” says 
Gates, “the program called for 
exceptional teamwork. The real 
genius in the development of the 
Tape-O-Matic is the cooperative 
effort put forth by all depart- 
ments.” 

From the pre-release parts list 
received from engineering, pur- 
chasing set about to obtain the 
lowest possible cost of items. The 
initial target showed that 75% 
of direct cost involved purchase 
of components and raw material. 

Vendors were invited to the 
plant’s experimental lab to study 
the prototype. Gates explains, 
“The attempt was made to have 
vendors, specialists within a par- 
ticular group of commodities, 
suggest re-design of a part if the 
vendor could determine further 
cost savings. After the vendor’s 
study, his re-design and bid were 
submitted for detailed study.” 

The success of the program 
came largely from re-design and | 
material change. For example | 
P&W saved 90% by changing the | 
material of the quantizer cover. | 
And through make-or-buy stud- | 
ies, P&W found that substantial | 
savings would result if the com- | 
pany manufactured its own| 
quantizer discs, and utilized alu- | 
minum instead of plastic. | 


November 13, 1961 


Gates adds, “To meet the tar- 
get cost we constantly subjected 
each part to redesign and mate- 
rial change, when studies showed 
that we could obtain 
quality at lower cost.” 

Because P&W committed 
itself to volume production, 
purchasing drew up blanket or- 
ders for long-range buying pur- 
poses. This promised to be a risky 


desired 


| procedure. If the “Tape-O-Matic” 
|proved to be unsuccessful, the 


company would face the ticklish 
problem of open, long-term con- 
tracts. But if the numerically con- 


more strength—more length 


You pay a bit more for our Park Avenue® Silk Ribbon. 
But consider what you get. 

® The ribbon is strong as a lion. It survives hard use. 
® It’s sheer. You get sharper, more accurate originals 
—and the clearest carbons possible. 


s It’s 6 yards longer. 


trolled drill was well received, 
P&W would achieve great savings 
on the long term orders. 

The $41.5-million “Tape- 
O-Matic” program was one of 
metalworking’s best-kept secrets. 
Vendors were on their honor to 
keep plans confidential, and 
Gates reports they cooperated 
fully. The idea was to bring the 
product tool on the market ahead 
of competition. The company 
believes the ‘“Tape-O-Matic’s” 
features make up an attractive 
package to sell: 

® Low cost—$8,595 (the near- 


That’s several 


hundred thousand more characters. 


More yardage, more 


your money. And less ribbon changing. 


ink, more for 


SPECIALISTS IN BUSINESS MACHINES 


est competitor’s 
$12,000). 

® Circuitry transistorized, 
plug in, printed circuit boards. 

@ Pre-loaded ball—screw-nut 
assembly—eliminates backlash or 
lost motion at reversal points. 

@ Fast operating table—rapid 
traverse of 300 in. per minute. 

®Accuracy—up to .000] 
inches. 

@Full floating zero—instan- 
taneous push-button zeroing of 
either or both axes at any point 
in the table. 

In addition, other features 
P&W claims are that the present 
personnel can easily be taught to 
prepare and operate the machine, 
positioning errors can be elimin- 


is about 


ated, and rejects and scrap are 
kept to a minimum. With a tape 
operation, the T-O-M cuts down 
on jig inventory, thus chopping 
storage costs and other carrying 
charges. Since lead time is short- 
ened considerably, large inven- 
tories of finished parts are also 
reduced. 

To market the new product, 
P&W gives a variety of purchase- 
plans. According to the 
firm, the buyer can get a 90-day, 
money-back guarantee; 5-year 
warranty, and trade-in of present 
equipment. There is also a leas- 
ing plan in which the P.A. can 
hold an option to buy. Terms of 
the lease run from $5 to $8 de- 
pending upon lease duration. 


lease 


ROYAL’S 
PARK AVENUE 
S/LK RIBBON 


Royal Park Avenue Ribbons are available in regular 

silk (18 yards) or heavy-duty silk (16 yards). Each 
spool is boxed, with specifications clearly marked. 

Park Avenue is typical of the high standard of all 
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ALUMINUM ROOFS: Grand Trunk is 


first line to adopt aluminum box 
car roofs as standard equipment. 


Purchasing Week’s 


Transportation Memos 


C OMMODITY CODE: A new commodity classification code, 
/ which could have sweeping effects on transportation charges, 
is being developed by the Assn. of American Railroads. 

Che new code would be a digital listing of the estimated 18,000 
to 20,000 commodities carried by rail The system would be 
compatible with the standard industrial classification now used 
by industry and government, and would make possible research 
projects for determining what traffic 


amounts, and for what charges 


moves where, in what 

Backers of the new code say it would save the railroads $250- 
million a year just in tariff publishing and market research costs. 
In the long run, they say, it could lead to such things as auto- 


mated charge computation and uniformity of pricing for all car- 
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riers. It is reported the AAR expects to have the code in shape 
by the end of the year, and hopefully, railroads will adopt it by 
the end of 1962. 

e * « 

MAC FLAG-OUTS: The Middle Atlantic Conference is 
reported to have received a number of “flag outs” from member 
carriers over its constant charge proposal. 

rhis means that even if the plan should be approved by the 
ICC, it would not cover all the carriers in the conference area. 
Shippers, who have vehemently opposed the plan, view the devel 
opment as “a sign of serious cracks within the MAC ranks.” They 
hope enough carriers will dissent from the proposal to force the 
MAC to retract the plan on its own. 

As it stands now, the plan is 
scheduled to go into effect Nov. 
20. The ICC, however, probably 
will suspend the proposal for in- 
vestigation as it did with the East- 
ern Central Motor Carriers 
Assn.’s constant charge plan. 

& a & 

FOR-HIRE REGULATION: 
The influential Transportation 
Assn. of America has gone on 
record in favor of legislation re- 
quiring ICC registration of trucks 
engaged in for-hire transportation 
of exempt commodities. 

The ICC has long desired such 
authority, since it would simplify 
the Commission’s job of checking 
truck safety conditions. 

The recommendation _ repre- 
sents somewhat of a concession 
for shipper members of the TAA. 
They have opposed similar meas- 
ures in the past on the grounds 
that registration could prove to 
be the first step toward full eco- 
nomic regulation of all private 
carriers. 

s ” ® 

MOVE CONSIDERED: New 
York shippers are worried that 
the Pentagon may decide to dis- 
perse the operations .of — the 
Brooklyn Army Terminal to 
other ports throughout the na- 
tion. Such a move would increase 
their transportation costs. 

The Pentagon says it is still 
“studying” the proposal. Princi- 
pal reason for the move would be 
to get military shipping opera- 
tions out of the prime target New 
York area. But on the other hand, 
few other ports have the shipping 
facilities of New York. 

If the Pentagon should decide 
to make the move, there will be 
tremendous volume of traffic up 
for grabs. The Brooklyn termi- 
nal now handles about 20% of 
all the freight that goes through 
the Port of New York. 

ee @ ® 

IMPORT-EXPORT RATES: 
The Eastern Central Motor Car- 
riers Assn. proposes to eliminate 
import-export class rates on Nov. 
24. Traffic now moving at these 
rates would be carried under the 
higher domestic rates. 

Typical change: First class im- 
port-export rate on an LTL ship- 
ment from New York to Chicago 
now is $3.85/cwt. If the ICC 
approves the change, the charge 
would be $4.60/cwt. If the ship- 
ment is under 5,000 Ib. and 
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DIVISION OF GENERAL ANILINE & FILM CORPORATION 


WHISTLESTOPS: BOAC and 
the Pittsburgh Chamber of Com- 
merce will run a_ four-session 
course on air cargo, starting 
Nov. 9 Midwest Freight 
Forwarding Co., Chicago, has or- 
dered 73 Fruehauf _line-haul 
trailers . Chesapeake & Ohio 
Railway will complete a $1-mil- 
lion expansion of its Presque Isle 
docks at Toledo early next year. 
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Japanese Auto Maker's P.A.s Apply 
U.S. Know-How to Vendor Problems 


Yokohama—tThe alert 
chasing department of a large 
Japanese automobile manufac- 
turing firm recently capitalized on 
American “know-how” in ex- 
panding the production capacity 
of its suppliers. 

Richard Muther, executive 
director of the consultant firm of 
Richard Muther & Associates 
was asked to conduct a series of 
training and consulting assign- 
ments for the Nissan Motor Co., 
Ltd., Yokohama. The Japanese 
firm felt that its purchasing de- 
partment was falling short in 
getting suppliers to keep pace 
with Nissan’s expanding opera- 
tions. 


pur- 


Problem With Suppliers 


The specific problem, Muther 
explains, was that in the face of 
increased output and plant expan- 
sion at Nissan (makers of the 
Cedric, Datsun, and other mod- 
els) some of their suppliers had 
to double production in a year 
and quadruple their volume 
within four years. Purchasing 
complained that vendors weren't 
keeping pace with expanded pro- 
duction capacity or weren't able 
to increase production with pres- 
ent facilities fast enough to sup- 
ply parts. 

Muther was contacted by the 
purchasing department of Nissan 
for management consultation. 
The purchasing unit and plant 
industrial engineers explained 
their problems in getting com- 
ponent parts. 

Muther visited two of Nissan’s 
big suppliers, Tsuchiya Manufac- 
turing and Nichon Radiator Co., 
who were then in the midst of 
expansion. In_ both instances, 
Muther asked vendor manage- 
ment about production quantities 
and specific problems of expan- 
sion—new sites, types of build- 
ings, long range objectives, and 
plant layout. 

Muther made some far-reach- 
ing recommendations. At his 
suggestion, one firm reappraised 
the site selected for a plant when 
facts revealed a larger area was 
needed to accommodate Nissan’s 
needs. Another supplier re- 
versed the position of a research 
structure and general office build- 
ing to permit more logical devel- 
opment of the site for future use. 
In addition the company changed 
the layout plan of a new building 
when it discovered that the aisle 
logically suited for a material 
handling system was blocked. 


Training Sessions Set Up 

Later, at the request of Nis- 
san, Muther conducted an all- 
day training program in Tokyo 
for the motor car company’s 46 
major suppliers. At this meeting, 
he emphasized the basics of facil- 
ities planning in plant expansion 
and presented a systematic layout 
planning technique, plus observa- 
tions of problems apparent in 
his visits to the suppliers. 

Junzo Wada, assistant man- 
ager of the Nissan purchasing de- 
partment, reported his company 
has already started to study and 
teach systematic layout planning 
and is adopting the Muther tech- 
niques. Wada adds that Muther’s 
three day visit “was very valuable 
and useful to us.” 

“The aggressiveness with 
which Nissan is pursuing its re- 
sponsibilities for not only buying 
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parts at the right price and qual- 
ity, but making sure it can count 
on reliable sources of supply is 
significant,” Muther told PurR- 
CHASING WEEK. 

In addition to the direct con- 
sulting, the American conducted 
five-day training sessions in sys- 
tematic plant layout at Tokyo 
and Kobe for the Nippon Asso- 
ciation, which is similar to 
America’s AMA. At both ses- 
sions, enrollment far exceeded 
expectations, Muther stated. 


SPECIAL 
PROCESS 


Auto Parts Producer 
Gears for Air Delivery 


Cleveland—Curtis Industries, 
Inc., an auto parts manufacturer, 
has opened a new plant specifi- 
cially designed to facilitate air 
freight distribution of its prod- 
ucts. 

Orders are moved on conveye! 
belts to a U.S. Post Office 
“manning” unit where the pack- 
ages are stamped and sorted, then 
taken directly to the Post Office 
terminal. Curtis says the “man- 
ning” unit saves a day’s handling 
time. 

Curtis started air freight dis- 
tribution of its products in 1955. 


GEARED FOR AIR: Curtis Industries’ new plant in Eastlake, Ohio, 
features conveyor belts that take orders from inventory (left) to 
U.S. Post Office “manning unit’ for stamping and sorting (right). 
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KEYSTONE WIRE 


To upset an indented hex washer head sheet metal screw with 
a thin washer 300% larger than the original wire diameter calls 
for good tooling and superior quality wire. Such a screw is cold 
headed on a 2-blow header by Midland Screw Corporation, 
Chicago, Ill., from Keystone Special Process Wire. 

Ed Wick, Customer Service Coordinator, has exceptional 
praise for Keystone Wire. He says, “In cold heading this sheet 
metal screw we have had our best success with Keystone C-1018 
Special Process Wire. We like to work with this wire. A big fac- 
tor in its selection is the uniform quality throughout the coil, 
correct thermal treatment and flowability characteristics —as 
well as excellent service and dependable deliveries from Keystone 
Steel & Wire Company.” 

If you are looking for a high quality wire with delivery you 
can rely upon, it will pay you to investigate Keystone Special 
Process Wire. 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYSTONE 


WIRE FOR 
MADE AT PEORIA, 


INDUSTRY 
ILLINOIS, U.S.A. 


Purchasing Week 


This Changing Purchasing Profession 


Frank L. Bissonette, formerly 
with Tube Manifold Corp., was 
given the post of purchasing 
agent, Basco, Inc., North Tona- 
wanda, N. Y. 


S. W. Gabriel has been elected 


vice president, purchasing, Gen- Mig. Co., 


eral Cable Corp., New York City. 


He was general purchasing agent, 
National Gypsum Co., Buffalo, 
i Bs 


Alex N. Dahl, purchasing man- 
ager, has been named manager 
of special sales, Black & Decker 
Towson, Md., and 
Frederick A. Alden, former 


santo Chemical Co., and J. C. 
Good, purchasing manager has 
moved to the Krummerich Plant, 
Monsanto, Ill., replacing W. L. 
Zumwalt, who has taken up duties 
at Monsanto’s central purchasing 
offices, Creve Coeur, Mo 


Kenneth R. Peterson has been 


agent, South Western Publishing 
Co., Cincinnati, has retired after 
50 years with the company. She 
joined the company in 1911 as 
secretary to the late James W. 
Baker, founder and former presi- 
dent 


C. M. Cecil, purchasing agent 
for Southern Desk Co., Hickory, 
N. C., was assigned the post of 
lumber purchasing agent, Drexel 
Enterprises, Inc. He will procure 
all lumber and related items for 
all divisions of Drexel enterprises. 


He had been assistant director of 


plant engineer, succeeds him as 
purchases. 


purchasing manager. Alden will 
supervise the operations of pur- 
chasing departments at the com- 
pany’s Towson and Hampstead, 
Md., plants. 


promoted to purchasing manager, 
Fruehauf Div., Fruehauf Trailer 
Co., Detroit. He had been assist- 
ant director of purchases. 


James §S. Curtis, buyer, has 
been promoted to purchasing 
agent, CTS Corp., Elkhart, Indi- 
ana. 


Edward F. Cushing has re- 
tired after 38 years as purchasing 
agent of general supplies, Rals- 
ton Purina Co., St. Louis. He , 
was succeeded by Russell Jost. L. J. Levisee has been named 

. to the newly created post of di- 
rector of purchases, Hyster Co.. 
Portland, Ore. He had been di- 
rector of materials, Hughes Air- 
craft, Culver City, Calif. 


F. L. Bissonette S. W. Gabriel 


QO. A. Klinger has been trans- 
ferred to St. Louis to assume the 
responsibility of purchasing man- 
ager, J. F. Queeny Plant, Mon- 


NEW 


HOT PEEL STRENGTH 
COPPER-CLAD LAMINATE 


at no increase in price! 


James T. Gleeson has joined 
Consolidated Paper Co., Monroe 
Mich., as director of purchases. 


a 
Wire motor mounts cut cost, weight, 
and absorb vibration. Shown is a single, one piece w 
wire/strip assembly that serves as both motor mounta 
guard. Other types, styles can be custom designed for 
SEND FOR Titchener's Wire/Strip Value Analysis De 
Package. Complete facilities for fabricating wire 


J. S. Curtis L. J. Levisee 


welded wire and strip assemblies, light stampings, staples 


AND COMPANY 
\ 6 TITCHENER PLACE, BINGHAMTON, NEW YORK j 


David R. Powell was appointed 
manager of purchasing develop- 
ment and administration, Stand- 
ard Oil Co., Cleveland. He for- 
merly was a member of the 
employee relations staff of the 
company’s supply and transporta- 
tion department. 


William Schade, a member of 
the purchasing department of 
Jantzen, Inc., Portland, Ore., has 
been named assistant eastern pur- 
chasing agent in the company’s 
New York office. 


Miss Loretto Wielenborg, ex- 
ecutive secretary and purchasing 


Arbitration Answer 


The arbitrators determined 
that Sunglo was entitled to 
damages for breach of con- 
tract. The company’s records 
showed the amount of profits 
realized from special summer 
promotions in previous years, 
and the amount of damages 
was derived from these figures. 
However, since Sunglo had 
accepted delivery of the 10,- 
000 beach bags that had been 
completed, the amount of the 
damages was reduced by a fig- 
ure equivalent to the profit 
Sunglo made on those bags. 


NOT THIS... BUT THIS 


Many wire failures are occurring in the soldering 
operation—at temperatures of 500°F—not at room 
temperatures. Printed circuit users therefore realize 
a real need for copper-clad laminates with HOT 
Peel Strength. 

Synthane has developed a new grade of copper- 
clad laminate, G-10R, which meets or exceeds 
NEMA and MIL room temperature peel strength 
(9 lbs. per inch of width) and, in addition, has a hot 
peel strength, using 2-0z. copper, of 2 to 4 lbs. per 
inch of width (instead of the usual 0.1 to 0.2 lbs. per 
inch of width) measured on %"’ and !4” widths. 

G-10R uses no structural adhesive, meets all G-10 
specifications, and doesn’t cost a penny more. 


AVAILABLE IMMEDIATELY 


in sheets 36” x 36” 
foil thicknesses. 


[SYNTH ANE] 


CORPORATION |S} OAKS, PENNA. 


Synthane Corporation, §, River Rd., Oaks, Pa. 


Gentlemen: 


The American Arbitration 
Assn. is a private, nonprofit or- 
ganization that helps business- 
men, management, and labor 
find peaceful, fair-minded so- 
lutions to their quarrels. Many 
contracts between buyers and 
vendors contain a “future dis- 
pute arbitration clause,” di- 
recting that any controversy or 
claim be settled in accordance 
with AAA rules. 

Services of the association 
in adjudicating disputes are 
available in key business cen- 
ters across the country. 

For further information, 
contact the AAA at its main 
headquarters, 477 Madison 
Ave., New York 22, N.Y. 


Suppliers and sub-contractors in the Northern Plains 
can be pinpointed quickly by the Facilities Register, a 
unique electronic index of production facilities. Whether 
yours is a problem of finding new suppliers, contracting 


and 36” x 48” with the usual copper 


for idle machine time, shortening lines of supply, or ob- 
taining better quality and service: 


Please send me your latest brochure on Synthane G-10R and 


. ASK THE MAN 
other Synthane copper-clad laminates. 


FROM THE 
NORTHERN 


PLAINS | 
NORTHERN NATURAL GAS COMPANY 


SERVING THE NORTHERN PLAINS [_) GENERAL OFFICES: OMAHA, NEBR. 


Name 


Address. 
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$18-Mil. in Equipment Nets $2-Mil. at Auction 


Oakland, Calif. — Purchasing 
agents and dealers had a field day 
when the machinery and equip- 
ment of Moore Drydock went on 
the auction block. 

Billed as the largest industrial 
auction ever held in the West, the 
sale involved 10,000 separate 
parcels valued at more than $18- 
million. The property brought in 


“‘WHIRLEY’’ CRANES SOLD: These 
two giant ‘‘whirley” cranes each 
brought $30,000-$40,000 at sale. 


about $2-million, or something 
less than 12¢ on the dollar. 

During World War II, Moore 
employed 38,000 persons and 
launched 65 C-2 freighters and a 
score of other vessels. The yard 
could not compete for peacetime 
contracts, however, and was 
closed by the end of 1960. 

The yard was purchased last 
summer by Schnitzer Bros., Port- 
land, Ore., who intend to develop 


Alan Wood Steel Opens 
Two New Rolling Mills 


Conshohocken, Pa. — Alan 
Wood Steel Co. has put into op- 
eration two new rolling mills that 
can make steel plates up to 96 in. 
wide. Previous facilities had 
limited production to 72-in. 
widths. 

The new 40-in. blooming mill 
and the 110-in. plate mill, part 
of a $36-million expansion pro- 
gram, also will expand Alan 
Wood’s product mix which has 
consisted of about one-third each 
of steel plates, hot rolled sheets, 
and cold rolled sheets. The new 
facilities will up plate. production 
to more than 40% with the bal- 
ance evenly distributed between 
hot and cold rolled sheets. 

According to Pres. Harleston 
R. Wood, production from the 
new mills will permit the com- 
pany to better supply steel ware- 
houses and enhance the com- 
pany’s marketing position with 
the plate fabricating and _ ship- 
building industries. The mills’ 


the 33-acre property for indus- 
trial use. They held the auction 
to clear the area. 

Included in the eight-day auc- 
tion were automobiles, trucks, 
office supplies, 1,000 tons of 
steel, more than two dozen giant 
“whirley” and overhead cranes, a 
floating steel drydock, a forge 
shop, rolling stock and three 
ferryboats. 

The auction was supervised by 
Milton J. Wershow Co., Los 
Angeles. Some 5,000 bidders and 
spectators tramped about the 
traveling platform, and bidding 


FOR 


For an extremely tight bond for either baked or air-dried 
paints, non-porous Iridite blocks moisture penetration— 
prevents formation of metallic soap products beneath paint 


coatings. 


continued till near midnight on 
one day. 


Deposits of at least 25% were: 


required from each successful 
bidder, with the balance due 
Oct. 31. Purchasers must remove 
their merchandise by Nov. 22. 

A 25,000-ton floating steel 
drydock, valued at approximately 
$1.5-million, sold for $155,000. 
Other large sales included a 50- 
ton, 90-foot-high traveling crane 
at $33,500; a 230-foot fully- 
equipped ferryboat at $17,500; 
and a 25,000-ton wood drydock 
at $150,000. 


LOOK 
FOR THE 
DIAMONDS-—SIGN 
OF FINISHING 
QUALITY 


m™ 


#5 ~~, 
a 
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FAST AUCTION IN WEST: Bidders and spectators follow the rolling 
auction platform through the Moore Drydock in Oakland, Calif. The 
eight-day auction brought in $2-million, was hailed as largest in West. 


4 good reasons 
why you should use 
STRIDITE) 


FINISHING ZINC OR CADMIUM 


CORROSION PROTECTION 


The wide range of Iridite coatings available gives you a 
choice of corrosion protection—from economical, mild pro- 
tection of parts for shipment, storage or display, to ex- 
tremely high protection under exposure to marine and highly 
humid atmospheres, gasoline or other hydrocarbons. 


PAINT BASE 


APPEARANCE 


Your choice of colors ranging from clear through yellow 
iridescent to olive drab. Bright Iridite finishes can also be 
dyed to provide other color effects. 


SPECIAL E 


Iridite, in combination with other Allied Research processes, 
can provide a wide variety of finishes. As an example, 
Iridite 8-P applied to zinc or cadmium, followed by an ap- 
plication of Irilac, gives a highly attractive simulated brass 


finish. 


FFECTS 


GENERAL 
ELECTRIC 
COMPANY 


IRIDITE—a specialized line of chromate conversion coatings for 
nonferrous metals. Easily applied at room temperatures with short 
immersion times, manually or with automatic equipment. Forms a 
thin film which becomes an integral part of the metal. Cannot chip, 
flake or peel. Special equipment, exhaust systems or highly trained 
personnel not required. 


ability to roll a type of alloy 
steel which the older equipment 
was incapable of handling will 
benefit fabricators of pressure 
vessels, according to Wood. 
The mills have the capacity to 
roll about 2'%2-million to 3-mil- 
lion tons of ingots per year, which 
is about three times the plant’s 
former rolling capacity. The 
company expects also to be able 
to ship about 100 tons of steel 
plates with 85 man hours of 
labor, a three-fold increase in 


Allied Research Products, Inc. 
productivity over that of the old a 


plate mill. <3 a 


i 


For complete information on Iridite, con- 
tact your Allied Field Engineer. He's listed 
in the yellow pages under "Plating Sup- 
plies.” Or, write for FREE TECHNICAL DATA 
FILES. 


4004-06 EAST MONUMENT STREET e BALTIMORE 5, MARYLAND 
BRANCH PLANT: 400 MIDLAND AVENUE e@ DETROIT 3, MICHIGAN 
West Coast Licensee for Process Chemicals: |. H. Butcher Co. « European Agent: Sture Granberger, Storgaton 10, Stockholm, Sweden 
conto eto | QTR? | CEIETDS «xD*| XID 
Coatings Supplies 


chemical Processes, Anodes, ; 
Rectifiers, Equipment and Supplies for Metal Finishing Crenates 


2 


ISOBRITE \J 

Russell Changes Name re sa 
Columbiana, Ohio—F. C. Rus- 
sell Co., manufacturer of alumi- 
num and steel doors and win- 
dows, has changed its name to 


Rusco Industries. Inc. 


November 13, 196] Purchasing Week 


P/W Reports on Resale Prices 


* ° Toledo 91-69 double-crank straight-side press. $2,000. 
Latest Auction Prices Two Bliss No. 21 OBI presses. Ser. 20058: $1,800. Ser. 20057: $1,800. 
Two Bliss 21S OBI presses. New 1945. $1,450 and $1,900. 
Cleveland No. 8 OBI press. $1,400. 
Auction held at Coachcraft Ltd., Los Angeles. Auctioneer: Max Rouse & Sons, Los Angeles. Two Toledo 5A OBI presses. Ser. H12879: $1,350. Ser. 17740: $1,350. 
Benchmaster 4-ton punchpress, early 50s. $110. Three Bliss 20B OBI presses. New 1944. $1,200. $1,260. $1,300. 
Benchmaster 4-ton punchpress, early 50s. $125. Toledo No. 4 OBI press. Ser. 25096. $450. 
Atlas 15-in. bench model drillpress, early 50s. $100. Six Toledo No. 4 OBI presses. $475 to $750. 
Famco 3-2 R arbor press, early 50s. $1.35. 
Baldor double-end 2-hp floor model grinder, early 50s. $125. Toledo 3-2 OBI press. $400. 
Craftsman 17-in. bandsaw, early 50s. $100. A. H. Nilson 4-slide machine. Ser. $320. $4,900. 
Porto-power 20-ton hydraulic press, early 50s. $200. R. C. Mahon 25 x 40-ft. conveyorized drying oven. $325. 
Arco No. 3 bender, early 50s. $150. Gemco 20-in. universal shaper. Ser. 5824. $2,000. 
Lincoln 125-amp arc welder, early 50s. $100. Walcott 16-in. shaper. $150. 
Pexto Model 12 U4F 48-in. power shear, early 50s. $1,200. Bridgeport 1-hp vertical turret milling machine. $1,350. 
Pexto power roll, model 3418F, 16-gage, early 50s. $350. Cincinnati No. 2 universal milling machine. $200. 
Winey Jonson onnese brake, corty 50s. $998. Cincinnati No. 1-2 universal milling machine. Old. $150. 
Clausing 12-in. engine lathe, early 50s. $500 ; : 
Martin portable spotwelder. $375. Sane & seer forming machine, win Clee. $2,350. ; 
Acme 75-kva spotwelder. $850. Mize-Omatic autocycle machine (installs tires on wheel rims). $1,200. 
Benchmaster 7-ton punchpress. $180. Mize-Statite gap closer. $190. 
Diamond 30-ton OBI punchpress, early 50s. $650. 
Diamond Mode! 55 OBI punchpress, air cushion. $2,100. 
Diamond 14-ton OBI punchpress. $425. 


OCTOBER 26 


Ten air-operated tire-mounting machines. $95 to $275. 
Four No. 42 Toledo horn presses. $100 to $175. 
Four Toledo 31 punchpresses. $100 to $200. 
Two Toledo 32P back wheel presses. $125 and $175. 
OCTOBER 12 . , : Toledo 36P back wheel press. $600. 
Auehan held at Graver Gas & Oil Equipment Co., Sand Springs, Okla. Four Pressite No. 30 OBI nresses. Ser. 417: $1,050. Ser. 1107: $1,250. Ser. 1108: 
Auctioneer: Max Rouse & Sons, Los Angeles. 
Verson Model B press brake, new 1954. $1,100. $1,150. Ser. 1116: $1,100. 
Cincinnati Model 90-6 press brake, new 1953. $7,200. Toledo No. 6 OBI press. Ser. H12884. $1,550. 
Marshalltown-Lennox Model 114M circle shear. Ser. 3304. $450 K. R. Wilson 60-ton hydraulic arbor press. $500. 
Bertsch 12-1/2-ft. capacity plate rolls. Ser. 6716. $10,000. 
Webb No. 4 Ironworker, new 1953. $3,250. 
Walsh 38-ton OBI punchpress, new 1955. $750. 
Walsh 30-ton OBI punchpress, new 1955. $500. W. E. 3-ft. gang radial drill. $175. 
Hilles & Jones No. 5 single-end punch, old. $1,700. Pexto 416 36 x 16-in. pinch bench bending roll. $275. 
Beatty No. 7 single-end gang punch, 100 tons, old. $1,200. Greenlee 798 self-contained bench-type pneumatic pipe and tube bender. 
Beatty No. 6 single-end punch, 1/2-in. plate, old. $500. Two Seibert tube benders. $160 and $275. 
Cullen Friestedt 6000-Ib-capacity positioner, old. $750. Brown & Sharpe 6 x 18-in. 2LB surface grinder. New 1954. $1,400. 
Racine power hack saw, 6 x 6, new 1948. $450. Reid 2C 6 x 18-in. surface grinder. $850. 
Four Hisey Wold pedestal grinders. $60 to $85. 
Dayton double-end bench grinder. $30. 
Rahn Larmon 18 x 54-in. geared head lathe. $1,200. 
South Bend 16 x 54-in. lathe. $140. 
South Bend 9 x 34-in. lathe. $250. 
DoALL ML 16-in. saw. $1,150. 


Greenerd No. 3-'/2 floor-type arbor press. $65. 
Two Canedy-Otto 18-in. Royal upright floor drillpresses. $125 each. 
Henry & Wright 12-in. upright floor drillpress. $95. 


SEPTEMBER 14 


Auction held at O. W. Siebert Co., Inc., Gordner, Mass. Auctioneer: Industrial Plants 
Corp., New York. 


Two Toledo 90E double-crank presses. Ser. 14948: $500. Ser. 20070: $1,750. 


Racine 6 x 6-in. power hacksaw. $100. 
38 Singer bench-mounted sewing machines. $50 to $100. 
Stimpson grommet machine. $105. 
Six United XDS cloth cutters. $50 each. 
Masters of Measurement Two 6 x 40-in. cutting tables. $10 each. 
Fay 12-in. jointer. $70. 


Delta home craft router. $125. 

National 36-in. bandsaw. $85. 

Two American post-typeboring machines. $45 and $95. 
Thompson Gibb F7 40-kva buttwelder. $200. 


single-carrier 
service 

pny means a lot 
to the 


ACCU-FLOW AIR GAGING EQUIPMENT Purchasing Agent 


The new line of ACCU-FLOW air gages developed by B. C. Ames includes 


several patented components, including nozzles and pressure indicators, which give who wears two hats! 


these gages unusual range and exceptional linearity. 
Special Models are Available for Checking: outside and inside diameters, center : 

r merchan- 
distances, flatness, roundness, hole depths and continuous non-contact measuring When you want materials, parte re) e . a 
or comparing of paper, metals, plastic films, etc. dise delivered on time and in good condition, 
Ames ACCU-FLOW Air Gages are providing the answer to many measuring let D-C doit! Coast-to-coast, direct, one-carrier 
problems that were once considered impossible to solve. For complete information | 


You'll find us 


on the entire line of Ames air gaging equipment, write for new ACCU-FLOW folder. in the service is exclusive with Denver Chicago. You 
You're asking for the best when you specify Ames! ew Vee and your company profit by one-carrier con- 
B. C. AMES CO., Waltham 54, Mass. Representatives in Principal Cities — ‘ “ SS. : ; 0, 

In Canada, H. C. Burton Co., 166 Rebecca Street, Hamilton. trol, one-carrier handling that saves up to 20% 


running time. Next time, be sure. Specify “SHIP 


B a yAN KA FE S Cc @ i. _ oa \ . VIA D-C”... the Dependable Carrier! 


DENVER CHICAGO TRUCKING CO., INC. 
the ONLY direct coast-to-coast carrier 
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Three Thompson Gibb 22-V2-kva flashwelders. $70 to $450. 
Two Federal 10-kw junior spotwelders. $50 and $80. 

Hobart portable arc welder. $80. 

Lincoln 300-amp portable arc welder. $80. 

Niagara BLS 8 x 10-ft. GA power-squaring shear. $2,700. 
Niagara 172GD 6-ft. squaring shear. $1,000. 

Dries & Krump 4L-6SP power press brake. Ser. 13929. $2,950. 
Two Clark Utilitruc 6000-Ib. forklift trucks. $1,350 and $1,950. 
Two Lewis & Shepard 4000-Ib. battery operated lift trucks. $550 and $1,050. 
Surface Combustion gas-fired heat treat furnace. $50. 

Hones gas-fired heat treat furnace. $100. 

Schuster wire cutoff machine. $200. 


Coming Sales 


NOVEMBER 16 


190 W. Broadway, New York. 
| 


| NOVEMBER 29 

|M & M Foundry, Hamburg, Pa. 
Foundry equipment. 
estate with foundry buildings, pattern shop, 
$4,000,000 sale of surplus government equip- | 99°99" ete: Railroad spur. 

ment and supplies, Nest sa machine at WRITE, WIRE, PHONE: Auction Corp. of 
gantry cranes, bulldozers, welders, and mili- | America, 500 Essex St., Harrison, N. J. 

tary items from cameras to trucks. | 


Various military installations in Virginia, 
North Carolina and West Virginia. 


| NOVEMBER 30 
WRITE, WIRE, PHONE: Consolidated Surplus | yates-American Co., Beloit, Wis. 
Sales Office, U. S. Navy, U. S. Naval Supply [metalworking equipment. 
Center, Bldg. SDA 224, Norfolk, Va. 


NOVEMBER 16 316 S. LaSalle, Chicago. 


Universal Rundle Corp., Milwaukee. 
Foundry Equipment. 


| 
WRITE, WIRE, PHONE: Industrial Plants Corp.., | Resale Trends 


316 5. Uatelle, Chicage. | New York—A combination of limited 
NOVEMBER 21 ‘supply and rising demand is firming up 
Command Systems, Inc., 1135 N. Stanford | the entire used equipment market. 

Ave., Compton, Calif. | On the supply side, there are fewer 
Late model electronic test equipment, sheet- | business failures and consequently fewer 
metal machinery and equipment. auctions. At the same time, demand is 
WRITE, WIRE, PHONE: Max Rouse & Sons, 463 | increasing. Many shops that barely weath- 
S. Robertson, Beverly Hills, Calif. | ered the recession have recently acquired 
subcontracts from the military or from 
the consumer industries, and are updating 


NOVEMBER 21 

Federal Pacific Electric Co., Cleveland. 

Sheetmetal and stamping equipment. | via purchases of used late-model ma- 

WRITE, WIRE, PHONE: Industrial Plants Corp., chines. 

90 W. Broadway, New York. | As a result, used machinery prices are 
| firmer, and while it is still possible to pick 

ee oe up some real bargains at auctions in re- 

Gairing Tool Co., Detroit. mote areas, the over-all switch is definitely 

Cutting tool manufacturing equipment. | to a sellers’ market. 


WRITE, WIRE, PHONE: Industrial Plants Corp.,| | Consequently, those purchasing depart- 


316 S. LaSalle, Chicago. 


NOVEMBER 29 
Vento Steel Products Co., Buffalo. 
Sheetmetal and stamping equipment. 


|pany’s surplus equipment should find a 
readier market, 
prices, for machine tools and equipment 
than at any time in recent years. 


| Answers to Strategy Games on Page 32 


Answer to Problem | 


Since each of the three Actuator would “live” 3 months, the Box would 
operate 9 months. If the Switch lasted 8 months, it would survive long 
enough to perform two switching operations. In other words, the switch would 
fail after the last Actuator had been activated. The Box would therefore still 
be limited by the total Actuator lifetime, and so would last 9 months again. 


Answer to Problem Il 


First find the lifetime of each of the Box designs. Remember that the 
Evaluator has a one-year lifetime, the Switch eight months, and the Actuator. 
three months. This table shows which component limits Box life: 


Number of Actuators 
in Box 


Limiting Box 
Component Lifetime 
Actuator 
Actuator 
Actuator 
Switch 
Switch 


3 months 
6 months 
9 months 
9 months* 
9 months 


*See solution to previous problem. 


Now, since one Box unit is a complete loss if a failure occurs, the cost 
per unit operating time is given by dividing production cost by lifetime 
This leads to the following table: 


No. of Actuators Box Production 
in Box Lifetime Costs 


Cost Per Unit 
Operating Time 
3 mo. $200 $67 
6 mo. $260 43 
9 mo. $315 35* 

9 mo. $365 41 
9 mo. $415 46 


The minimum cost, and hence the best design, is the proposed 3-Actuator 
Box design. 


November 13, 1961 


| WRITE, WIRE, PHONE: Industrial Plants Corp., 


Nine acres of real 


| WRITE, WIRE, PHONE: Industrial Plants Corp., | 


Ideal stencil cutter. $60. 
Thompkins Johnson floor-model riveter. 


SEPTEMBER 7 
Auction held at Roy Engineering & Iron Works, Brooklyn, N. Y. 
Plants Corp., New York. 
Two 6-ft. x 15-in. Cincinnati Bickford radial drills. Ser. 
$3,500. 
American 3 ft. 11-in. column triple-purpose radial drill. 
Canedy Otto 3 ft. 9-in. column radial drill. $1,400. 
Fosdick 29-in. upright floor-type drillpress. $850. 
Sibley 27-in. upright floor-type drillpress. $275. 
Buffalo 26-in. upright floor-type drillpress. $375. 
Cincinnati Bickford 21-in. upright floor-type drillpress. 
Nelson stud welder. $400. 
Three 300-amp Lincoln Idealarc ac-de arc welders. 
Eight 300-amp Lincoln motor generator arc welders. 
Universal 30 kva spotwelder. $300. 
Worthington 3-stage radial air compressor. $1,350. 
Ingersoll-Rand FR1 horizontal single-stage air compressor. 
American Pacemaker 20 x 48-in. lathe. Ser. 64028-42. 
Axelson 20 x 43-in. lathe. Ser. 1877. $6,500. 
Meuser 14 x 64-in. lathe. New 1957. $2,100. 
Hendey 14 x 54-in. geared head lathe. Ser. 31823. 
Hendey 14 x 30-in. lathe. Ser. 30854. $1,550. 
Boye & Emmes 30 x 72-in. lathe. $750. 
Buffalo 47P armor plate punch. Ser. W9164. $1,800. 
Wysong & Miles 52 x 16 squaring shear. $400. 


$650. 


Auctioneer: Industrial 
4E341: $4,200. Ser. 4E287: 


Ser. 56246. $1,650. 


$750. 


$200, $200, $240. 
$100 to $425. 


$350. 
$4,200. 


$1,550. 


some of their more antiquated equipment | 


|ments responsible for selling off a com- | 


and probably better | 


Are you buying LAMINATED PLASTICS or VULCANIZED FIBRE... 
as raw materials or fabricated parts? 


TAYLOR FIBRE CO. HAS 
2 MODERN PLANTS 
TO SERVE YOU 


NORRISTOWN, PA. 
LA VERNE, CALIF. 


and belongs as an approved supplier 


Taylor has the products... offers more than 50 grades of stand- 
ard laminates, a group of Tayloron® materials, pre-impregnated 
materials, molding compounds, and vulcanized fibre. Also filament 
windings and a number of composite materials, including sophisti- 
cated combinations of laminates, metals and rubbers. 


Taylor has the facilities. Its Norristown, Pa., plant, comprising 
some 300,000 sq. ft., produces both vulcanized fibre and laminated 
plastics .. . is one of the most completely integrated in the industry 
... even makes its own paper and a large percentage of its own 
resins. The La Verne, Calif., plant, with over 45,000 sq. ft. of floor 
space, specializes in the manufacture of laminated plastics for the 
convenience of West Coast customers. Both plants can supply 
basic materials or parts fabricated from them. 


Taylor has the service organization... maintains 13 strategically 
located offices staffed with men qualified to help in the selection 
and utilization of Taylor materials. 


Write for a copy of our laminated plastics selection guide and other 
literature pertaining to our capabilities for producing materials and 
parts to your specification. Taylor Fibre Co., Norristown 55, Pa. 


aylor 


LAMINATED PLASTICS VULCANIZED FI@RE 
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Purchasing Week’s Here’s your weekly guide to... 


Product Perspective 


HE METALS SHOW, true to its name, introduced a host of new alloys 
to the industry this year. Ajthough many of the metals (such as sheets 
of molybdenum and tungsten) are products of space-age research, others 


(such as “thin tin”) grew out of projects designed to halt inroads of com- P/W Goes to 
petitive materials. 


Space age alloys are aimed at increasing temperature and corrosion resist- Th M t | Sh 
amce and strength of metals; cost is often a secondary factor. Materials e e a OW 
aimed for more conventional markets, on the other hand, are designed io 


cat costs by making processing easier or by getting more strength out of 
less metal. 


Sources ol supply for new alloys are no problem. Once an alloy has Detroit: Oct. 23-27 
proven itself, the odds are that other producers will soon get into the act, 
according to exhibitors at the Detroit show. Sometimes demand for a new 
metal will increase so rapidly that the smaller producer may find himself 
unable to meet quantity orders—so the bigger companies fill the gap. 


COLUMBIUM STEELS are the biggest attention-getters and are said 
to be enjoying especially fast growth—every major steel maker is now (or 
soon will be) marketing a columbium bearing steel. These alloys give , , — 
improved performance with lower weight, and fill in the gap between carbon Radiation Thermometer 
and high strength steels. ; 


Operates Remotely 
Here’s a rundown of the new alloys at the show: 


Radiation thermometer can be focused on 
PURE COBALT STRIP, said =, " a remote object or process to measure and 
me aemnietly evilitie Sar if 7 ck Samui ean 
. ° ° . : 4/0 ¢ acy. e ee range ae 
the first time, has increased duc- oe F to 800 F, 430 F to 1,500 F, and 970 F 
tility to meet a variety of metal- to 7,000 F) and in a stationary or portable 
workiag requirements. Although model. : 
cobalt has always been known Price: $810 (stationary) and $850. Deliv- 
for good electrical, mechanical, 4. eats ery: 3 wk. 
and corrosion resistant properties, , # eet ae a Radiation Electronics Co., 5600 Jarvis 
the metal was previously hard to Aiea. eae salad is a Ave., Chicago 48, Til. (PW, 11/13/61) 
work. The improvements in co- = = - SIC +3821 
balt’s ductility comes from roll- | gh 
ing the strip from pure cobalt 
powder. The 99.9% pure metal! 
is available from Sherrit Gordon 
Mines, Ltd., in Toronto in thick- 
nesses ranging from .005-in. to sit Jj 
.O25-in. in widths of '4-in. to PURE COBALT strip can be easily formed ; Has 20 Kilowatt Rating 
6-in. by conventional metalworking methods. . High-frequency induction melting and 


a . » en ; heating power control unit is designed for 
18% NICKEL MARAGING STEEL, developed at the research labs of use in research laboratories and small found- 
International Nickel Co., doesn’t need a quench to change from austenitic » iy, ries. The 20-kw. unit has everything needed 
to martensitic-like structure. Ful! properties are developed when the steel : : : for operation of two induction melting fur- 
is held 3 hr. at 900 F, a treatment called “maraging.” It is readily hot and a , naces or heating coils and, for installation, 
cold worked and is weldable in the fully heat-treated condition without ; _ connects to a 220- or 440-v. power supply, 
preheating—requiring only a post-weld ageing treatment to restore properties. “¢ a water supply, and a water drain. 
Machinability, as annealed, is good; shear strength rated at 143,000 psi. : Price: $7,495. Delivery: immediate. 
’ S Inductotherm Corp., 10 indel Ave., Ran- 
STAINLESS STEEL FOIL only .0001-in. thick is being produced by . cocas, N. J. (PW, 11/13/61) SIC +3567 
Ulbrich Stainless Steels & Special Metals, Inc. The ultrathin foil, seven ; 
times thinner than the glue on a postage stamp, also is available in other 
special metals and electrical alloys in widths up to 4%4-in. First use for the 
stainless foil: outer wrapping for IBM tiny computer memory cores. 


HAFNIUM CRYSTAL BAR is now available to commercial market; i Ultrasonic Cleaner 
Nuclear Materials and Equipment Corp. previously made the ultrahigh purity 
product exclusively for the Atomic Energy Commission. New production ned <a Ultr: — gilli Miia: 
techniques allow growth of bars weighing more than 200 lb. These same E ERNE CORRES for wes Wa Freon and 
; ? ar foe M ; ‘reon-based solvents available with tanks 
techniques, according to NUMEX president, Alman Shapiro, can also be of 21%- to 30-gal. solvent capacity. Cooling 
adapted to production of other high purity metals including titanium, and heating elements and controls maintain 
zirconium, niobium, chromium and silicon. The high purity improves PY cn, the solvent at optimum generating tempera- 
corrosion resistance, ductility machineability, and weldability. ~ , : ture, and auxiliary pump and filter units 
COLUMBIUM ALLOYS exhibit the best balanced combination of prop- “= << ee pv gpl ati stills are available as 
erties yet achieved with the refractory metal according to Westinghouse. High “ Price: $1.085 to $3.800. Delivery: 1 to 
strength at high temperatures is attained without drastic loss in workability — " 2 wk. . 
and low-temperature ductility. The alloys, destined initially for space use, a etecces Branson Instruments, Inc., Stamford, 
are light, with a density about equal to stainless. They can operate at tem- “a P Conn. (PW, 11/13/61) SIC +3999 
peratures ranging up to 3,000 F, about 1,000 F above the operating rates of 
such steels. The three alloys going into pilot plant production are: B-33 
(columbium-vanadium), which has moderate strength, is easily fabricated 
and welded, and has unusual resistance to corrosion by liquid metals; B-66 
(columbium, vanadium, molybdenum, zirconium); and B-77 (columbium, . — ; Furnace 
tungsten, vanadium, zirconium). 


Induction Melting Unit 


Uses Freon 


Does Many Jobs 

TUNGSTEN SHEET 2 ft. wide, .150 to .500-in. thick is coming out of 3 Gas-heated furnace can be used for at- 
General Electric’s new refractory metals plant.. Unalloyed tungsten, made : iis mosphere-controlled carburizing, carbonit- 
by powder metallurgy process, has a minimum purity of 99.95%. Lengths . Semanal riding, carbon restoration, normalizing, an- 
up to 5'%-ft. (depending on thickness) will be available. Degree of cold nealing, and hardening over a range of 1,400 
work varies and is patterned to the ultimate application of the material. . 4 F to 2,000 F. Five heat chamber sizes from 
' : 12x12x18 in. to 30x24x48 in. are available 

TELLURIUM STEEL previously announced by Inland Steel Co. was oa my for 100 to 1,000-Ib./hr. production. 


also exhibited at the show. Preliminary tests indicate that the steel machines oo Price: $11,000 to $23,000. Delivery: 10 
up to three times better than other steels. a , to 12 wk. for most sizes. 


_ : ‘ , . — a : Sunbeam Equipment Corp., 168 Mercer 
NEXT WEEK Product Perspective will look at trends in welding, painting aa, Pie St., Meadville, Pa. (PW, 11/13/61) 


and ether metalworking equipment. Di SIC +3567 
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New Products 
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Program Controller 
Operates With Cam 


Cam-operated program controller with 
round chart controls any variable that can be 
resolved by a sensing unit into a millivolt 
signal. Cam speed ranges from one revolu- 
tion in 1% hr. to one in 7 days, and the chart 
can be driven independently and at multiple 
of cam speed as an option. The unit works 
on 120 v., 60 cycles. 

Price: $1,100 to $1,200 (depending on 
control). Delivery: 10 wk. 

Barber-Colman Co., Rockford Ill. (PW, 
11/13/61) SIC +3622 


Welding Package 
Welds Light Gages 


Combination of welding components in- 
cludes a 250-amp. constant-potential power 
source, a standard wire drive unit, and a 
lightweight, air-cooled gun assembly. The 
combination is used for semi-automatic 
welding of light gage materials with gas- 
shielded processes. 

Price: approx. $1,500. Delivery: imme- 
diate. 

A. O. Smith Corp., Welding Products 
Div., Elkhorn, Wis. (PW, 11/13/61) 

SIC +3623 


Weld Surfacing Unit 


Deposits Fused Coatings 


Plasmarc weld surfacing unit deposits a 
thin fused coating of any metal or alloy that 
can be powdered. It can hold penetration 
of the overlay into the base material to a 
minimum of .005 in. or higher, control di- 
lution within the base to from 5% to 50%, 
and produce overlays of from .010 in. to 
‘i; in. in One pass. 

Price: approx. $8,000. Delivery: 30 to 60 
days. 

Linde Co., 270 Park Ave., New York 17, 
N. Y. (PW, 11/13/61) SIC +3623 


Ultrasonic Cleaner 


Gives Even Coverage 
Transistorized ultrasonic cleaner is self- 
tuning. The transducer is located along the 
entire bottom of the cleaning tank in order 
to provide even coverage and cleaning ac- 
tion. Available tank sizes range from 1!» 
gal. to 16 gal. 
Price: from $540. Delivery: immediate. 
Westinghouse Electric Corp., P.O. Box 
868, Pittsburgh 30, Pa. (PW, 11/13/61) 
SIC +3999 


Test Instrument 


Measures Dew Points 


Portable instrument determines, within 
«1 F, dew points of gases down to —90 F. 
Sample test gases are chilled to the point 
where water vapor is condensed directly onto 
the highly polished metal surface which, with 
direct temperature readings, gives high ac- 
curacy. 

Price: $175. Delivery: immediate. 

Hevi-Duty Electric Co., Watertown, Wis. 
(PW, 11/13/61) SIC +3821 
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Price data that accompany each product description are list or 
approximated prices supplied by manufacturers. Unless otherwise 
noted, prices quoted are for the smallest quantity that can be ordered. 


Strip Joiner 
Eliminates Welding 
Machine makes mechanical joints in strip 
stock fed to continuous production lines for 
tinning, anodizing, painting, plating, or an- 
nealing. Machines, available in 24-, 36-, 
48-, and 60-in. widths, use rotary punches 
and dies to join strips with a series of %-in. 
tabs that eliminate welding or line stoppage. 
Price: $24,073 to $33,300. Delivery: 6 to 
8 wk. 
Pennsalt Chemicals Corp., 3 Penn Center, 
Philadelphia 2, Pa, (PW, 11/13/61) 
SIC +3999 


Spray System 
Handles High Viscosities 
Spray system for high viscosity materials 
connects with container for direct-from- 
drum applications. Air cylinders and follow- 
plate provide induction feeding, complete 
drum cleaning, material protection, and 
withdrawal of pump from drum for easy 
changing: 
Price: approx. $1,200. Delivery: imme- 
diate. 
Gray Co., Inc., 51 Eleventh Ave., N.E., 
Minneapolis 13, Minn. (PW, 11/13/61) 
SIC +3561 


Testing Machine 


Has Two Load Systems 


Machine has two independent load op- 
erating systems for tensile, transverse, and 
compression tests. The low range system 
goes up to 10,000 Ib.; high range, to 60,000 
lb. A control device sets any load as the 
maximum the machine will produce in sub- 
sequent tests. 

Price: approx. $4,000. Delivery: 4 to 6 
wk. 

Detroit Testing Machine Co., 9390 Grin- 
nell Ave., Detroit 13, Mich. (PW, 11/13/61) 

SIC +3821 


Electrostatic Paint 


Unit is Portable 
Electrostatic paint spraying system elim- 
inates most overspray and bounce-back. The 
portable unit operates with a hand gun and 
draws its paint supply from a 5-gal. paint 
can—it can be used also with a I-gal. can. 
The 110-v. system comes with a 25-ft. hose 
and cord. 
Price: $2,395. Delivery: immediate (after 
November 30). 
H. G. Fischer & Co., 9451 W. Belmont 
Ave., Franklin Park, Ill, (PW, 11/13/61) 
SIC +3561 


Tig Welder 


Offers Good Arc Characteristics 
Tig welder achieves good arc characteris- 
tics without wave balancers, providing ex- 
cellent cleaning action, top welding speeds, 
and quality production. An a.c. and a.c./ 
d.c. model are available with output current 
ranges of 2 amp. to 375 amp. 
Price: approx. $475 (a.c. unit) and $730. 
Delivery: | to 2 wk. 
Lincoln Electric Co., 22801 St. Clair 
Ave., Cleveland 17, Ohio. (PW, 11/13/61) 
SIC +3623 
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Potentiometer 
Withstands Rugged Use 


Portable potentiometer pro- 
vides on-the-spot measurement 
of temperature for instrument 
maintenance departments, and in 
testing and research work. The 
instrument is built for rugged use 
and is made in both single and 
double ranges for direct reading 
of temperatures. These have a} 
basic accuracy of +0.3% of} 
range and a pointer galvanometer 
with a sensitivity of 0.6 ua per} 
scale division. | 

Price: $200 (single range) and 
$240. Delivery: immediate. 

Leeds & Northrup Co., 4934) 
Stenton Ave., Philadelohia 44, | 
Pa. (PW, 11/13/61) SIC +3611 | 

| 


Refrigerator 
Holds —130 F 


Refrigeration machine for metal treating, 
shrink-fitting, or environmental testing holds 

130 F within | deg. The 2-cu. ft. unit rolls 
easily on casters and is ready for use afte: 
connection to facilities. It has two fans for 
adequate cooling of machine compartment 
and non-settling, rigid polyurethane foam 
insulation. 

Price: $1,550. Delivery: 4 to 8 wk. 

Harris Mig. Co., Inc., 308 River St., Cam- 
bridge 39, Mass. (PW, 11/13/61) 


Hydraulic Fluid 


Resists Ignition 


Water-in-oil emulsion for hydraulic sys- 
tems is a fire-resistant fluid designed for use 
where a source of ignition exists. The fiuid, 
Pyrogard C, maintains pump efficiency, flows 
readily through valves and piping, and re- 
sists leakage through seals, packings, and 
pipe threads. It also protects against rust 

Price: approx. $1.05/gal. Delivery im- 
mediate. 

Mobil Oil Co., 150 E. 42nd St., New York 


SIC +3569 
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DESIGN ASSISTANCE. Get custom-designed IBM MICR 


checks that add to the good impression your company makes. 


New paper checks with an 


Testing Furnace 


Reaches 6,000 F 


Furnace with graphite cloth 
heating element produces sample 
temperatures in excess of 6,000 
F for test and research applica- 
tions. A bell jar is provided for 
experiments where it is neces- 
sary to evacuate the heating area 
or flush it with a gas. External 
connections call for cooling 
water, electrical power, electrical 
ground, and evacuation and inert 
gas flushing of the bell jar. 

Price: $495 (less power sup- 
ply). Delivery: immediate. 

Baird-Atomic, Inc., 33 Univer- 
sity Rd., Cambridge 38, Mass. 
(Pw, 11/13/61) SIC +3567 
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Your IBM supplies specialist helps put extra value 
into IBM MICR* paper checks 

High-precision documents from special paper to 
the final printing, the new IBM paper checks are 
distinctive in appearance...and always designed to 
make your company look its very best. 

But here is the most important thing... 

Your IBM supplies specialist knows exactly how 
paper checks are handled...and manhandled. 

What’s more, your supplies specialist is thoroughly 
familiar with check and data processing equipment. 
He helps you design the IBM paper check and stub 
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which most economically meet your accounting de- 
mands and the capabilities of your equipment. He 
also offers free check design service and a wide selec- 
tion of attractive check borders and backgrounds. 


SAFETY—Special plant security measures safeguard 
your IBM paper checks during every stage of manu- 
facturing. Special papers and printing inks protect 
your IBM paper checks against alteration after issue. 


service—IBM supplies specialists provide prompt and 
expert technical assistance to vou from more than 
200 locations from coast to coast. 
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incomparable difference 


Hydrogen Purifier 
Uses Palladium Tubing 


Purifier, suitable for laboratory use, uses 
highly permeable palladium alloy tubing for 


the diffusion of hydrogen, producing the gas 


in ultra-pure form with no measurable im- 
purities. It has a maximum flow rate of 100 
cc. per min. at an inlet pressure of 50 psig. 
and an outlet pressure of 10 psig. 
Price: $525. Delivery: immediate. 
Engelhard Industries, Inc., 113 Astor St., 
Newark 2, N.J. (PW, 11/13/61) SIC +3999 


MICR IS FAST. 


This is the magnetic read- 
ing head of an IBM Reader- 
Sorter. Automatic check 
processing by banks means 
that your checks clear fast 
and that your cash ac- 
counting is timely. 


IBM SUPPLIES SPECIALISTS 
get intensive training in 
IBM supplies and their ap- 
plications. This makes them 
uniquely qualified to help 
you select the MICR checks 
and other supplies best 
suited to your operations. 


HERE ARE THE FACTS. 
This illustrated booklet 
gives you the full story on 
IBM paper checks. To get 
your copy, just call your 
IBM office. Your IBM sup- 
plies specialist will be 
happy to give you a copy. 


GET THE FULL STORY—New IBM paper checks are avail- 
able in continuous forms and in unit sets. They are 
processable on your own data processing equipment, 
as well as on your bank’s MICR equipment. 

Let IBM paper checks simplify your work...speed 
your check processing...improve your record accu- 
racy. Let your IBM supplies specialist go to work for 
you. He has the facts you need to go MICR. Call your 
local IBM office and ask for your supplies specialist. 

And the next time you are in the market for any 
IBM supplies, talk to the IBM supplies specialist. 


He’s an expert backed by experts—a man who can 
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show you how IBM supplies can help you improve 
the return on your data processing investment. 


Magnetic Ink Character Recognition. (Note: New IBM 
MICR paper checks are unconditionally guaranteed to 
meet all ABA specifications for MICR checks.) 


® 
DATA PROCESSING 


Purchasing Week 


Heat Treating Furnace 


Produces 2,500 C 
Heat treating furnace with a temperature 
range of up to 2,500 C has a hot zone 7 in. 
in diameter and 14 in. high. Top-loading de- 
sign of the vacuum chamber provides max- 
imum convenience and flexibility, and cyl- 
indrical tantalum heating elements are 
designed for rapid cool-down of the cold- 
wall unit. 
Price: $20,000 to $25,000 (depending on 
options). Delivery: immediate. 
F. J. Stokes Corp., 5500 Tabor Rd. Phila- 
delphia, Pa. (PW, 11/13/61) SIC +3567 


X-Ray System 
Is Mobile Unit 


Lightweight X-ray system is 
available with mobile cart mount- 
ing to provide easy movement 
from job to job. The system in- 
corporates a small tube head and 

| delivers high-speed exposure with 
/no motion blur. The power sup- 
| ply and control unit are used with 
a pulser of 100 kv. that penetrates 
aluminum to a depth of 1 in. 
Source size is 1 mm. in diameter. 

Price: $3,450 (plus cart). De- 
livery: 45 days. 

Field Emission Corp., 611 
Third St., McMinnville, Ore. 
(PW, 11/13/61) SIC +3693 


Microscopy System 
Fits on Standard Table 


Microscopy system for high- 
temperature studies fits on stand- 
ard-size table top. It includes a 
vacuum heating stage for tem- 
| peratures up to 1,500 C, a micro- 
'scope objective with a working 
| distance of 5.8 mm., a high-vac- 
uum control and power station, 
and a camera microscope with 
| built-in, 34%4- x 4%4-in. camera 
_and accessory attachments for 35 
|mm., Polaroid, and motion-pic- 
|ture photography. 

Price: $4,198. Delivery: 30 
days. 

Unitron Instrument Co., 66 
Needham St., Newton Highlands 
61, Mass. (PW, 11/13/61) 

SIC #3831 
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Die Terminology 


Bolster—The plate to which dies 
are fastened. The assembly then is se- 
cured to the top surface of the press 
bed. 

Die—The tool used to produce a 
part that conforms to its shape in vary- 
ing processes including blanking, cut- 
ting, drawing, forging, punching, and 
threading. 

Die Block—The tool steel 
from which the die is made. 

Die Body—tThe fixed part of a die. 

Die Clearance—The distance be- 


block 


tween the mating sections of a die. 


Die Cushion—An accessory for the 
press which is located either under or 
within a bolster or die block. It is used 
in stamping operations to produce an 
additional motion or pressure and is 
actuated by air, oil, rubber, springs, 
or a combination of these. 


Die Holder—The plate or block 
upon which a die block is mounted. 
The holder has holes or slots that are 
used to fasten it to the bolster or bed 
of the press. (PW, 11/13/61) 


imple changes save fastener $$ 


Value analysis of your current fastener practices 
by RB&W technical advisors can result 
in substantial cost reductions 


Here are typical savings made pos- 
sible through recommendations by 
RB&W fastener specialists...made 
after carefully analyzing product de- 
sign and assembly upon request. 


Manufactured Cost Reductions 
product Made Possible 
Automatic machine assemblies $97,000 per year 
Cooler-and-condenser units $16,500 per year 
Refrigeration units $ 7,800 per year 
Compressors $12,000 per year 


The striking thing about all these 
cost reductions is that they required 
merely a substitution to be realized 
...a standard high strength bolt 
rather than a special alloy fastener 


...a hex screw in place of a socket 
screw. No product design changes 
were involved. 

How about a survey of your own 
fastening operations? Wherever 
fasteners are used in quantity, there 
are bound to be areas where you can 
shave costs simply by having assem- 
bly specifications altered. An RB&W 
fastener specialist, working with 
your engineers, can locate them for 
you. He’s no smarter than your own 
people, but knows his specialty best 
and also what to look for. Write Rus- 
sell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y. 


Ex 
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Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, Ill.; Los Angeles, Calif. Sales office and ware- 
house at: San Francisco, Calif. Additional sales 
offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas. 
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Stud Welder 


End-Welds Aluminum 


Unit for end welding studs to aluminum 
adapts to production-line operations of high 
output, and welds studs of any shape up to 
¥2 in. in diameter. The d.c. arc welding 
system, with helium or argon shielding, auto- 
matically controls establishment of the arc, 
welding time, and plunging home of the stud. 

Price: approx. 22 ¢/weld (lease charge). 
Delivery: approx 6 wk. 

Gregory Industries, Inc., Lorain, Ohio. 
(PW, 11/13/61) SIC +3623 


Magnetic Testing Unit 
Provides Current 


Nine hundred amp. unit pro- 
vides alternating or half-wave di- 
rect current for magnetic particle 
testing of parts. The unit, which fits 
a 12¥2-1n. diameter opeismny, can 
be used for crack detection during 
maintenance, overhaul, and re- 
pair work. It can be moved from 
one test site to another and comes 
with a 30-ft. cable. Other uses 
include sampling during produc- 
tion, checking weldments, and 
testing other critical areas. 

Price: approx. $1,300. Deliv- 
ery: immediate (after Jan. 1.) 

Magnaiiux Corp., 7300 W. 
Lawrence Ave., Chicago 31, Ill. 
(PW, 11/13/61) SIC +3821 


SCOTCHFOAM 


|Foam Tape 
Provides Wall Mounting 


Polyurethane foam has an ad- 
|hesive coating on each side so 
that it can secure items such as 
soap dishes and towel dispensers 
to wall areas. The high density 
material is available in three 
| thicknesses—,', in., % in., and 
Y in.—and in any width. The 
adhesion resists a pull of 25 psi. 

Price: $5.10 (36-yd. roll, 1 in. 
| wide and ;% in. thick—in 15-roll 
|cartons). Delivery: immediate. 
| Minnesota Mining & Mfg. Co., 
'900 Bush Ave., St. Paul 6, Minn. 
(PW, 11/13/61) SIC +2821 
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Product News in Brief 


Polyurethane Material 


New York—Naugatuck Chem- 
ical Div. of United States Rub- 
ber Co. has developed a poly- 
urethane molding material that 
can be cured in three minutes at 
350 F. 

The material, called Vibra- 
thane 5004, can be processed on 
standard rubber fabricating ma- 
chinery and produces products 
with high abrasion and tear re- 
sistance, good stress-strain prop- 
erties, high resistance to dry heat 
aging, and excellent resistance to 
ozone, oxygen, fuels, oils, and 
chemicals, 

Suggested applications include 
automotive parts, conveyor belt 
covers, molded industrial tires, 
diaphragms, seals, and gaskets. 


Dow Polystyrene 


Midland, Mich.—Dow Chem- 
ical Co. has developed a medium 
impact grade of light-stabilized 
polystyrene for use in lighting 
fixtures. 

The material, Styron Vere- 
lite 374, is designed to eliminate 
breakage of fixtures during ship- 
ment and cleaning operations and 
has color stability that resists 
fluorescent light radiation and 
yellowing. The material’s 20% 
elongation is intended to offer 
wide potential for vacuum form- 
ing of a wide range of lighting 
pans. 

Price of the polystyrene 
about 22¢/lb. in natural 
26¢/lb. for colored, both 
20,000-lb. volumes. 
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In-Plant Feeding 


Chicago—Automatic Canteen 
Co. of America has announced 
an in-plant feeding system that 
combines manual food service 
with automatic vending machines. 
The company will lease the ma- 
chines and service them with 
regular maintenance. 

The ‘“Countervend” system 
includes prefabricated counter 
equipment of modular design. 
Sections include self-service areas 
with prepared dishes, vending 
machines, a “to-order” prepara- 
tion area, and a cashier section. 
Hot and cold cabinets for self- 
service are stocked with food pre- 
pared at the cafeteria and which 
may be stocked in preparation for 
heavy lunch hour demands. 

The vending machines are in- 
tended to supplement prepared 
foods as well as to provide for 
feeding of employees working on 
skeleton crews or at other times 
when full kitchen services aren’t 
available. 


GE Ignition System 


Morrison, Ill.—General Elec- 
tric has made available an igni- 
tion system designed to give safe 
service of gas-fired equipment. It 
operates on any gas valve and gas 
on installations such as unit or 
duct heaters, commercial dryers, | 
and certain furnaces. 

The system consists of a mas- 
ter control and a gas igniter which | 
can be mounted separately or as a/ 
single unit. It instantly ignites any 
gas being emitted from a main 
burner and, in typical installa-| 
tions, senses the presence of a) 
flame in three seconds or its ab-| 
sence in six. The system is rated | 
at 120 v. a.c. and has been suc- 
cessfully tested past 100,000 
cycles. 
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Powder Metallurgy 


Chicago, Ill.—Fansteel Metal- 
lurgical Corp. has developed a 
powder metallurgy process for 
pressing and sintering high-con- 
ductivity copper. The process has 
resulted in savings during pilot 
run production of about 10%. 

Electrical conductivity of the 
sintered parts is 93% that of 
wrought copper. Tensile strength 
of 39,000 psi. compares with 
4,500 psi. for hard wrought cop- 
per and 33,000 psi. for soft 
wrought. The yield strength of 


36,000 psi. compares with 40,000 
psi. for hard wrought copper. 


Ready-to-Use Coating 


Erie, Pa.—Hughson Chemical 
Co. has developed a one-part 
system of pure polyurethane 
coatings with high chemical re- 
sistance. 

The ready-to-use coating ma- 
terials come in two types, one 
for use on hard surfaces such 
as concrete, metal, glass and 
rigid plastics, and the other for 


plastics, fabrics, paper, and the 
like. A wide variety of colors 
also are available for decorative 
effects with a glossy or satin 
finish, 

Resistance to chemicals, dirt, 
and wear is expected to find wide 
use for surfaces exposed to cor- 
rosive materials and hard use. 
Evaluation samples are available 
at $3 /pt. 


Rem.-Rand Unicall 


New York—The Remington 
Rand Div. of Sperry Rand Corp. 


has announced a voice-reply de- | 


vice for computer inquiry. The 
unit, with applications including 


rents for $30 a month and sells 
for about $1,350. 

The Unicall transmits inquiries 
to a Univac Real-Time Comput- 
ing System from any location in 
the country and receives com- 
puter-generated voice replies in 
answer. An operator positions 
one or more of the 40 sliding 
levers on the Unicall’s face to 
question the computer. The 
computer then selects the appro- 
priate stored reply from a mag- 
netic drum and sends it back. 
The entire transaction takes less 
than 5 sec. 

The set itself takes only 100 w. 
|when in operation and measures 

18 x 12 x 9 in., making it suit- 


flexible materials including soft| inventory, production, and sales,|able for desk or counter use. 


hew 


Bearing-Equipped 
Precision-Built 
Low Cost 

Ready to 

Install 


DIAMOND 


for your roller chain drive needs 


D1amonp UNI-MOUNT Idler Sprockets are fully assem- 
bled, ready for quick, easy installation. They save time 
because there is no need to procure and assemble separate 


parts . 


. . any standard half inch machine bolts can be 


used. UNI-MOUNT Idlers are low cost, yet extremely 
durable and reliable for long service life. Here’s why . . . 


Smooth-running, oil-impregnated, heavy duty bearing. 
Case-hardened steel journal . . . for maximum resistance to 


wear ... diameter ground surface for free running under load. 


Steel washers press-fit on steel journal complete the assembly, 
and maintain proper lateral clearance between working parts. 
Style C steel sprockets used in UNI-MOUNT Idlers are the 
same as sprockets supplied for high-speed, high-capacity 
timing and power transmission drives. Because they are 


stock items. . 


. machined and heat-treated in large volumes 


- . . you get a precision built, fully assembled, bearing- 
equipped UNI-MOUNT Idler Sprocket at a cost only slightly 
more than the sprocket alone. 


Sprocket teeth accurately machined (not stamped) assure 
smooth, quiet chain engagement with maximum contact 


surface. . 


. case hardened for long service life. 


For complete information, call your local Diamonp Distributor 
or write direct to: 


DIAMOND CHAIN COMPANY, INC., A Subsidiary of American Steel Foundries 


Dept. No. 627 + 402 Kentucky Avenue, Indianapolis 7, Indiana 
Offices and Distributors in All Principal Cities. 


DIAMONDS 


*Trade Mark property Diamond Chain Company, Inc 
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» ROLLER 
ez CHAINS 
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SAFETY FIRST: Worker in Commonwealth Edison Chicago garage 
eyes cage that prevented injury when truck tire rim he was fixing 
blew away. Cage is available from Branick Product Co., Fargo, N. D. 


Aluminum 


Product Briefs 


Conversion package changes 
manual shift lathe to hydraulic 
shift machine. The package fits 
inside standard headstock of the 
manufacturer’s line of 13-, 15-, 
17-, and 19-in. capacity lathes. 
R. K. LeBlond Machine Tool 
Co., Madison & Edwards Rds., 
Cincinnati 9, Ohio. 


Contact adhesives bonds dec- 
orative plastic laminates to ply- 
wood and particle board with 
liigh strength and heat resistance. 
It permits bonding of the lami- 
nate within 10 min. after applica- 


buyers: 
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tion, under normal conditions of 
temperature and humidity, and 
requires only contact pressure as 
with a hand roller. Minnesota 
Mining & Mfg. Co., 900 Bush 
Ave., St. Paul 6, Minn. 


Welding wire of stainless al- 
loy types 308, 309, 310, 316, 
and 347 comes in diameters of 
0.035 in. to 0.187 in. It comes 
on 1-lb. plastic or 25-lb. pressed 
board disposable spools for au- 
tomatic welders and in 3-ft. rods 
for hand-held welders. National- 
Standard Co., Niles, Mich. 


without 


buying — 


Get production-ready aluminum in exact lengths and 
widths, generally on a net weight basis. No scrap with 
this unique aluminum sheet plan, offered by Ryerson 
plants across the nation. 


Order the exact sizes you need for your production 
runs— Ryerson cuts them to size and schedules deliv- 
ery to match your production-line pace. You save the 
cost of needless scrap, save the cost of cutting, save 


RYERSON 


JOSEPH T. RYERSON & SON, INC., MEMBER OF THE g, STEEL FAMILY 


a 


the cost of inventory, and r 
space for other uses. 


At Ryerson you'll find the 


elease valuable storage 


widest selection of alu- 


minum alloys, tempers and gauges—plus expert tech- 
nical help on selection and fabrication problems. This 


is just one more example of h 
gives you the most value for 


ow Ryerson Metalogics 
your purchasing dollar. 


So be ‘‘Metalogical’’—call Ryerson. 


METALOGICS ; 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 
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D.C. power supply for ther- 
moelectric coolers consists of 
transformer, full wave rectifiers, 
and output filter. All components 
are mounted on a base plate that 
acts as a heat sink for the recti- 
fier. The unit is rated at 60 
cycles, 117 v. input, 4 v. at 30- 
amp. output. General Electric 
Co., Schenectady 5, N. Y. 


Tefion slotted O-rings with 
lower friction fit standard AN 
| grooves, improve automatic seal- 
ing action, and are easer to in- 
stall. They are suitable for use 
against nonflammable hydraulic 
fluids, solvents, acids, and other 
fluids. Garlock, Inc., Palmyra, 
- 


Copper-clad laminate for 
printed circuitry has a_ peel 
strength of 2 Ib. to 4 lb. per in. 
of width at 500 F. At room tem- 
perature it is 9 lb. to 11 Ib. per 
in. of width. The material comes 
in sheets of 36 in. x 36 in. and 
36 in. x 48 in. with the usual 
copper foil thicknesses. Syn- 
thane Corp., Oaks, Pa. 


Rosin flux remover for printed 
circuit board works about 35% 
faster than carbon tetrachloride 
and similar materials. It can be 
used also for economical cold- 
cleaning removal of greases, 
| waxes, dirt films, etc. from all 
metallic surfaces. Supracote De- 
velopment Laboratory, Inc., 17 
Main St., Bloomingdale, N. J. 


Electric oven is designed with 
twin air recirculation for per- 
fect ambient temperatures that 
eliminate rejects any insufficiently 
processed products. All-around 
heat flow reduces heat-up time 
_and provides a full heat penetra- 
tion from all sides. Temperature 
differential with fully-loaded units 
is as low as with empty ones. 
Randall Mfg. Co., Inc., 801 
|Edgewater Rd., New York 59, 
|N. Y. 


Boring bars with throw-away 
|inserts offer accurate diameter 
adjustment in increments of 
|0.001 in. Three basic styles are 
available: one with interchange- 
-able heads for finish boring di- 
|ameters from % in. to 1%in.; 
another for shallow boring di- 
ameters from 1% to 2-1/5 in.; 
and a third for deep hole boring 
diameters from 1 3/5 in. to 
2 3/5 in. Vascoloy-Ramet Corp., 
Waukegan, Ill. 


Miniature end brushes with 
nylon ferrules eliminate scratch- 
ing when polishing delicate sur- 
faces as on injection molds. The 
brushes come in #;-, %- and 7y- 
in. inside diameter ferrule sizes 
_and in ;*;- and %-in. stem diame- 
ters. A wide choice of fill material 
| is also available and is imbedded 
in the nylon ferrule to withstand 
rpm. ratings in excess of 20,000. 
Weiler Brush Co., Inc., 2130 

' Lake Front Lane, Cresco, Pa. 


Teflon wire is available with 
‘any combination of letters and 
numbers encoded according to 
customer specification. Sizes rang- 
ing from (AWG) #26 to 
(AWG) #2 are furnished in con- 
tinuous coils or cut to desired 
length, end-stripped, twisted, 
and tinned. The coding can be 
any distance on center and is 
cured for permanency. Manger 
Electric Co., Inc., N. State St., 


Stamford, Conn. 
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Pipelined Coal Offered to East Coast Utilities 


New York—A major coal pro- 
ducer and a pipeline company are 
rounding up customers to receive 
coal delivered in slurry form via 
a 350-mile pipeline linking Ohio 
Valley mines and the East Coast. 

Texas Eastern Transmission 
Corp. and Consolidation Coal 
Co. said last week they were 
shooting for a 1964 completion 
date on the $100-million project. 
Coal pipelined directly to power 
generating plants in the New 
York-Philadelphia area could be 
delivered for $1/ton cheaper 
than present barge or rail trans- 
portation, the companies esti- 
mated. 

The companies revealed their 


t 


The only coal pipeline now in 
operation in the U.S. is the one 
between Consolidation’s Cadiz, 
Ohio, mine and a Cleveland 
Illuminating Co. generating plant 
at Cleveland. 

The companies estimate use of 


7%. However, the cost of install- 
ing slurry-burning furnaces runs 
high, so customers are expected 
to come mainly from utilities con- 
structing new plants. 

The Babcock & Wilcox fur- | 
nace demonstrated at South 


pipelined slurry coal would re-| Amboy uses a highspeed stream 
of hot air to vaporize the water | 


duce cost of bulk handling equip- 


Latest Advances in Finishes Unveiled 
At Opening of New PPG Paint Labs 


(Continued from page 1) 
their company but from the en- 
tire paint industry. 

“Use of water thinned coatings 


}|for industrial application will 


_| | show a tremendous increase dur- | 


| |S. W. Gloyer, PPG associate di- | 


SLURRY: Mixture of coal and 
water (in 70-30 proportion here) 
looks somewhat like oil sludge. 


joint pipeline plans last week at 
a demonstration of a new type 
generator boiler furnace designed 
by Babcock & Wilcox Co. The 
furnace can burn slurry as de- 
livered directly from a pipeline 
without going through a previ- 
ously necessary costly drying and 
dewatering pre-treatment. 

The Babcock & Wilcox furnace 
has been operating at the South 
Amboy plant of the Jersey Cen- 
tral Power & Light Co., utilizing 
slurry—a 50-50 mixture of coal 
and water—delivered by oil barge 
from Cleveland after being piped 
over a 108-mile line from Cadiz, 
Ohio. 


Pipeline Feasible 

A pipeline linking the rich 
coal-producing areas of West 
Virginia and Eastern Ohio to the 
East Coast markets is entirely 
feasible, according to Texas East- 
ern and Consolidation Coal offi- 
cials. The companies said they 
have six to nine potential custom- 
ers already interested but could 
not indicate the exact route of 
such a pipeline until the custom- 
ers are actually signed up. 

A Consolidation official said 
his firm was “deadly serious” 
about building the pipeline. At 
the same time it was indicated ac- 
tual completion of the line also 
depends on how railroads react to 
the competitive threat. “We want 
them to lower their rates on coal 
shipments,” a coal producer 
spokesman said. Transportation 
costs are important to coal pro- 
ducers in their competitive bid 
for East Coast markets against 
residual fuel oil imports. 

The planned pipeline, to be 20 
to 30-in. dia., would carry 5-mil- 
lion to 10-million tons of slurried 
coal a year. Slurry, which looks 
like oil and feels like wet sand, 
would be delivered in a 60-40 
mixture of ground coal and water. 
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ling the next 10 years,” said Dr. 


rector of R&D. At the research 
'center, water-thinned coats 
| being evaluated for every indus- 


|trial end use. These include high | 


luster enamels, flow coat applica- 


|| tion, etc. 


Notable 
shown were: 


PPG 


blocks. It resists wear, staining, 
and many chemicals. 
washed by ordinary household or 
industrial agents, it may be steam 


|or disinfected. It goes on in a 
|two- or three-coat system. Con- 


coat can be next; finally a clear 
polyurethane _ glaze 
Though nonporous, 
tough, not brittle. 

@ Industrial thermoset acrylic 
polymer enamels cured on metal 
is 24 sec. by exposure to infra- 
red radiation, this compares to 
39 min. that comparable systems 
take. The infrared-enamel team 


surface is 


cuts plant space needs, speeds, 


line production, and costs less 
initially for more compact oven. 

@ Plastic surfaces for concrete 
and blacktop highways and 


bridges. Under test in actual road | 
use for past 12 months the coat- | 


ings protect metal re-enforcing 
beneath roadways and give a firm 
gripping surface. They resist de- 
icing materials. 


® Glass fiber reinforced plastic | 


surfaces for rehabilitation of large 


metal storage tanks. These resist | ;, “A ; 
large quantities as a starting ma- 
terial for uranium fuel elements | 


salt water, chemicals, and gas. 
@An acrylic primer-surfacer 
for the auto industry. Acrylic sur- 
face coats for autos are in wide 
commercial use now. A thermo- 


setting acrylic, the new primer | 


needs only heat from _ baking 
ovens to produce a thoroughly 
cured film. Conventional under- 
coats depend partially on oxygen 
in the air to harden film. Another 
new product for automakers is a 
thermoset acrylic finish coat 
which attains a high gloss with- 
out polishing. A PPG researcher 
predicted this new finish would 
replace the “super enamels” de- 
veloped in 1955. 


© “Gift wrap”. This is a coat- | 


ing that temporarily protects 
| autos and other metal items from 
the factory until time of delivery 
to the customer or dealer. 
wrap” protects against dirt, 
grime, salt fog, sap from trees, 
sulfur staining, etc. Or it may be 
used as a temporary surface coat- 
ing. The coat washes off with an 
ordinary cleaner. 

@A spray-on polyether foam 
surface coating and insulation 


are | 


developments | 
@ A tile-like finish for concrete | ; ; 
|to being the mythical “fireproof” 
Easily | 


| tinted. 
cleaned, mechanically scrubbed,| , . 
mirror backing coats developed 


crete blocks first receive a col-| 
ored filler; an optional decorative | 


surface. | 


“Gift | 


and ignite the coal. 


|which not only resists flames but 
| fights back. It comes very close 


Paint Show 

New paints and coatings also 
came in for much attention at 
the recent National Paint, Var- 
nish, and Lacquer Assn. meet- 
ing in Washington. Targeted 
for especially fast growth: one- 
component epoxies, fluid bed 
coating of epoxies, fire retard- 
ant paints, water-linseed oil 
combinations, and an alkyd 
resin that goes on damp walls. 


material. The foam can be the 
conventional color or can be 


@®A new coating to replace 


over 125 years ago and still being 
used today. 


Basic Nuclear Material 


Now on Sale to Industry 


New York—Allied Chemical 
Co. said it has begun selling a 
basic nuclear raw material, uran- 
ium hexafluoride, to private in- 
dustry. Previously, the company’s 
General Chemical Div. sold the 
material only to the Atomic En- 
ergy Commission. 

The hexafluoride, which is 
shipped as a liquefied gas, is 
priced at $70/lb. in 1 Ib. cylin- 
ders. Allied said larger orders 
will reduce the price to $18.50 
/\b. in 300-lb. cylinders. Still 
higher volumes will mean even 
lower prices, a company spokes- 
man added. 

Uranium hexafluoride can be 
used by industry as a research 
tool to study atomic fuels, or in 


in atomic power reactors. Allied 
produces about 6,000 tons of the 
material annually at its plant in | 
Metropolis, IIl. 


Purchasing Week’s 


Purchasing Perspective 


(Continued from page 1) 
as they see it, is to increase profit margins so that both major 
and smaller producers can finance the projects that will give 
them new oxygen furnaces, automated rolling mills, and other 
cost-cutting improvements so sorely needed to increase produc- 
tivity and offset still-rising labor expense. 


Thus, for the long run the outlook for eventual price stability 
in steel appears promising. But it takes a long time to carry out 
major plant improvements, and mid-1962 labor contract nego- 
tiations are already pressing hard on industrial purchasing 
planners. 


Steel’s labor leaders have given no hard assurance they will 
soften 1962 contract demands. The betting is that the estimated 
34¢/hr. package settlements typified in the recent auto negotia- 
tions will provide a jumping off place for the industry talks, 
and major steel customers already are beginning to place orders 
that, starting early in 1962, will assure them of a 60- to 90-day 
operating supply as a strike hedge. 


Here’s how McGraw-Hill economists sum up the results of 
Industry’s capital spending 
plans for next year: The sig- 
nificance of a 4% increase in 
spending as presently planned 
becomes clear when con- 
trasted with plans reported 
late in 1954 and 1958 when 
the economy also was recover- 
ing from business letdowns. 
In 1958, for example, the fall 
checkup revealed a planned 
expenditure of only 2% in 
capital outlays for the follow- 
ing year. But with the eco- 
nomy strongly on the upswing, 
business firms actually were 
able to increase expenditures by nearly 7% in 1958. 


WHAT US. BUSINESS 
PLANS TO SPEND IN 1962 
(Billions) 


Experience thus suggests that in an expanding economy, busi- 
ness firms can make outlays substantially higher than they 
anticipate and therefore revise preliminary plans upward as final 
budgets are prepared. As a result next year’s capital expendi- 
tures may exceed this year’s estimated $34.5-billion by more 
than 4%. 

e 


Initial response to Purchasing Week’s Professional Develop- 
ment Competition (see p. 1) indicates that industrial purchasing 
men are ready, willing, and quick to meet and management chal- 
lenge. The first problem (the second competition is on now and 
you have until next Monday to enter. See P/W Nov. 6, p. 20-21) 
produced scores of entries that kept arriving up through the final 
mail of the deadline day. Quality of the responses impressed 
judges more than the number. 


Said one procurement chief at a major company: “Five years 
ago you probably would have had difficulty running a project 
such as your current Pro-D competition. And because we’re 
looking for managers, rather than people who can devise new 
purchasing order forms, you can expect a number of entries from 
our direction. The key to your competition is its emphasis on 
management rather than procedural techniques.” 


Price Changes for Purchasing Agents 


Item & Company 


INCREASES 


Fast green, G, pwd., lb 


REDUCTIONS 


Menthol, Brazilian, lb 
Gallium, 3 grades, Alcoa 


Theobromine, N.F., lb 


Helium gas, Bureau of Mines, Nov. 18, 1000 eu. ft 
Phthalogyanine dyes, monastral fast blue, BC, pwd., Ib. . 


Industrial sugar, Southeast, Amer. Sgr. Ref., ewt 
Potassium acetate, N.F., granular, J. T. Baker, Nov. 15, lb. 
Barium acetate, CP, electronics gr., J. T. Baker, Dec. 1, 


Modacrylic fiber (Dynel), Union Carbide, lb 
Mercury lamps, 6 white & color-improved types, 
DME 2. Lab eee Oho b¥ 6 04:5 cebu 0688 


Brucine, alkaloid & sulfate, oz... 
Tires, truck & off-tthe-road, Goodyear, list prices 
Glucomates, sodium & acid, Pfizer, erlts.. 


Amount 
of New 


Change Price Reason 


$16.00 
10 
AS 
10 
02 


$35.00 
$3.00 
$3.50 


incr. costs 
good demand 
good demand 


- 


03 AY 


05 
to 25% 
-15-.40 


$6.90 competition 
re prod. econs. 
70-85 competition 
$1.00-$1.50 $16.00-$20.00 
25 $3.00 
O1 & 02 748 65 
59o-23.2% 
05 & 015 


prod. econs. 
quiet demand 


line up with mkt. 


295 & 185 broaden usage 


Purchasing Week 


First P/W Pro-D Competition Ends in Dead Heat Late News in Brief 


(Continued from page 1) 
the presidents of their respec- 
tive companies. The certificates, 
signed by Donald C. McGraw, 
president of the McGraw-Hill 
Publishing Co., Inc., cite Petersen 
and Crosby for their “Contribu- 
tion to Professional Develop-| 
ment” in purchasing. | 


Co., Ltd., Montreal. Municipal 
and governmental entries in- 
cluded the cities of Dallas and 
Pueblo, Colo., and the U. §S.| 
Army Frankford Arsenal, Phila- | 
delphia. 


Many Problems Posed 


These, and many other con-| 
testants, submitted their solution | 
|to the problem faced by a hypo- 
thetical Jack Smith, director of) 
purchases at a heavy machinery 
manufacturer who has been asked 
by a management consultant to| 
prepare a report describing the) 
operation and performance of his 
department. The case posed a} 
number of issues important to 
purchasing, including perform- 
ance evaluation, departmental | 
organization, coordination with | 
other departments, inventory con- | 
trol, make-or-buy, management} 
reporting, traffic, and department | 
costs, among others. Contestants | 
Shell Oil Co., Ohio Rubber Co.,| had basic figures such as the| 
and Norwich Pharmacal Co.,| firm’s purchases, sales, and inven- | 
Norwich, N. Y. | tory data to use in working out| 

Metalworking and _— general!) their analyses and mecuinede| 

manufacturing entries included | tions. 
Allegheny-Ludlum Steel Corp., 
Pittsburgh; AMF Lowerator Div., | 
Brooklyn, N. Y.; National Lead 
Co., Cincinnati; Standard Tool & 
Mfg. Co., Detroit; K-D Lamp) 
Div., Duplan Corp., Cincinnati; | 
Handy Button Machine Co., Chi- | 
cago; and Eaton Mfg. Co. 
Dynamatic Div., Kenosha, Wis- 
consin. 

Electronics, defense 
craft industry firms 


No Monopoly on Good Ideas 


In the first round, no industry 
group, geographical area, or com- 
pany size held a monopoly on 
good ideas. Topnotch answers 
were received from such diverse 
companies as the Cortland Line 
Co., Cortland, N. Y., makers of 
fishing lines, Pacific Semi-Con- 
ductors, Inc., Lawndale Calif., 
and the Chicago Rawhide Mfg. 
Co., Elgin, Ill. 

The process industries were 
well represented with entries from | 
eight plants of the Solvay Process | 
Div. of Allied Chemical Corp.., | 


No ‘School Solution’ | 

The judges—George A. Ren-| 
ard, F. Albert Hayes, and Wil- 
liam R. Leitch—did not estab- 
lish a “school solution” to the 


on its own merits according to the 
analysis, assumptions, method of 
| attack, and strategy. The judges 
and air-| did, however, issue a summary 
submitted | statement based on their three- 
many good entries, including} day review of the entries in the 
Sikorsky Aircraft, Stratford | contest: 
Conn.; RCA, Bloomington, Ind.;| “We are gratified that so many 
Sylvania Electronics, Needham) purchasing men have taken time 
Heights, Mass.; Aero Com-|out from their duties to submit 
mander, Inc., Bethany, Okla.;| an entry to the Pro-D Competi- 
and Continental Electronics Mfg.| tion. The quality of the solution 
Co., Dallas. indicates to us that there is more 
Group entries were received| management-level thinking and 
from H. J. Heinz Co., Pittsburgh;| potential in this profession than 
Allis-Chalmers Mfg. Co., Mil-| authorities had suspected. The 
waukee; Shell Oil Co., Wood! winners and all entrants are to be 
River, Ill.; and Terry Machinery! congratulated because they have 


Kraft Folding Cartons 
in stock— 64. sizes! 
Send for FREE sample 


You may find the solution to some of your packaging 
problems in our expanded line of stock kraft folding 
cartons. 

Inventories of stock boxes are maintained in 64 sizes, 
ranging from %” x %” x 1” to S%” x 7”. Buyers 
across the country are using them to package items 
ranging from electronic sub-assemblies, automotive 
and aircraft parts, to nursery products. 


Stock boxes offer these special advantages: 


LOWEST PRICES because of volume runs, standard 
fabrication. 


FAST SHIPMENT —orders received before noon 
are shipped the same day. 


YOUR INVENTORY MINIMIZED, because we keep 
the boxes until you need them. 


STONE CONTAINER CORP. Please send free samples and price lists on 
360 NORTH MICHIGAN the following sizes of boxes: 
CHICAGO 1, ILLINOIS 


[_] 


[s[Tlo[Nfe 


(PLEASE PRINT) 
NAME 


COMPANY 


ADORESS 


problem. Each entry was rated | 


demonstrated that the purchasing 
agent is not at the bottom of the 
ladder in analytical skills and 
management ability, but has 
progressed far above the ‘clerical 
Stage.’ 

“Those who assign him to the 
bottom of the middle-manage- 
ment heap are making a grave 
mistake. And those who spoon- 
feed him warmed-over courses 
and out-dated techniques are not 
meeting their responsibilities as 
teachers in Professional Develop- 
ment. Based on the entries to the | 
first problem, we believe that 
there’s no problem or issue too 
tough for purchasing agents to| 
handle. | 


Key Issues | 

“We find that a consensus of} 

the best entries focused on these | 

issues as the keys to Jack 
Smith’s situation: 


1. The fact that a consultant 
was sent unannounced into the 
purchasing department showed 
that top management did not 
have confidence in purchasing or 
recognize that it could be a con- 


'tributor to the corporate profit 


picture. 


2. That there was a need to 
show the consultant through 
charts, statistics, and other per- 
formance reporting techniques 
what the department had done, 
and was capable of doing. 


3. That there was a serious in- 
ventory buildup which had come 
about through lack of coordina- 
tion of the production schedul- 
ing, inventory, purchasing and 
traffic functions. About 30 con- 
testants suggested some form of 
materials management as at least 
a partial solution to this particu- 
lar problem. 


4. That the purchases, inven- 
tory and sales figures suggested 
that the company had not given 
enough attention to make-or- 
buy and other interdepartmental 
problems where purchasing could 
make a major contribution to 
cutting costs. Almost all con- 
testants suggested in their entries 
some form of committee to han- 
dle this—Value Analysis or 
Quality Control. 


5. That purchasing—and the 
consultant—should concentrate 
on solution of problems within 
the ken of Smith, and not try to 
reorganize the company.” 


Solutions Varied 


Proposed solutions varied ac- 
|cording to assumptions the en- 
trants made, and the two winners 
came up with opposing courses 
of action, but supported with 
sound reasoning 

One entrant suggested that 
Smith “give the consultant no co- 
Operation, and make no sugges- 
tions whatsoever, since it is the 
consultant’s business to solve the 
problem.” 

However, the judges hope that 


all entrants, and those who have | 


not yet tried their hand, will do 
so in the spirit of C. M. Higgins, 
Jr., P.A. at the Kaiser Retrac- 
tories & Chemicals Div., Col- 
umbiana, Ohio, who prefaced his 
entry with the statement: “Win, 
lose or draw, the opportunity to 
| participate can only result in 


writer.’ 


Purchasing Week 


J&L Plans ‘Fastest’ Hot Strip Mill 

Pittsburgh—Jones & Laughlin Steel Corp. announced last 
week it will build the fastest hot strip mill in the world next 
year at its Cleveland works. The company said the $60-million 
80-in. rolling facility will be designed to meet advances in 
quality and design in the flat rolled steel market. J & L, which 
only a month ago put two new basic oxygen steel-making fur- 
naces into operation at the Cleveland works, said chief advan- 
tages of the new strip mill will be uniform high quality surface 
finish on sheets and larger coils of sheets being demanded by 
customers for production lines. 


Japanese Cut Export Steel Prices 

New York—Export prices on several types of Japanese steel 
dropped $2 to $5/ton last week, one of the most severe cuts 
in recent months. Plain round bars were reduced $4 to a range 
of $93-97/metric ton, f.o.b. Japanese port. Angles were cut 
$2 to $5, small channels by $5, and mild plates and galvanized 
sheets by $3. Stainless, pipe, wire, wire rods, nails, and tin 
plate remained unchanged. 


Akron Voters Okay Rust Inhibitor 
Akron—A rust inhibitor will be added to the rock salt it 
uses to melt snow. Akron voters authorized addition of the 
inhibitor in last week’s election. It will cost the city an 
estimated $30,000 per year, at $3 to $3.80 for the 20 Ib. 
required to treat one ton of rock salt. 


U.S. Imports Rise 
Washington—U. S. imports of foreign goods in September were 
6% more than in the same month last year, the Census Bureau 
reported. The September total of $1,249,000,000 was up 42% 
over August figures on a seasonally adjusted basis. If the 
adjustment is not taken into consideration, however, imports 
actually were down 5% in September, due to declines in machin- 


ery and vehicles, livestock products, wood and paper, vegetable 


food products, and beverages. 


Armstrong Workers Reported Returning 
Lancaster, Pa.—Armstrong Cork Co. said that about 600 
out of 1,000 employees on the day shift at two plants here have 


returned to work despite a strike called 12 days ago. 


The 


plants make closures for various types of containers and flooring 


materials. 


Rem Rand Buys National Data Processing 
New York—The Remington Rand division of Sperry Rand 
Corp. has purchased National Data Processing Corp, Dallas, a 


manufacturer of bank equipment. 


Remington Rand said the 


purchase, for an undisclosed amount, would compliment its 
“Univac” line of electronic computers. 


Aluminum Firms Hike Minimum 


On Small Order Lots Filled at Mills 


(Continued from page 1) 
mills of uneconomical small or- 
ders,” while at the same time 
giving the small order business to 
the distributors, who are “best 
equipped” to handle it. 

In addition, aluminum spokes- 
men noted, the change will permit 
the mills to start placing more 
emphasis on building sustained 
runs by invading such major ton- 
nage markets as cans and build- 
ing sheet. 


Latest GSA Tin Sale 
Disposes of 150 Tons 


Washington—General Services 
Administration sold only 150 


| 


Speaking from the distributor’s 
standpoint, Lester E. Brion, Jr., 
vice president, Peter A. Frasse 
& Co., Inc., New York, said, 
“The increase in the minimums 
will be an extremely healthy 
thing for the aluminum industry. 
Faced with rising costs, distribu- 
tors need greater sales volumes 
in order to stay in business. This 
change gives us a chance to get 
them.” 

Brion, who also is treasurer of 


ithe National Assn. of Aluminum 


tons of tin out of an offering of 


1,000 tons this week. 


Out of the 1,000 tons offered, | 


850 tons was Grade A and the 


rest was Grade B. The Grade B) 


tin was picked up entirely by 
metal traders of 


New York. | 


Price paid on the Grade B was) 


$1.2007/Ib. 

Highest bid for Grade A tin 
in the sale was $1.2126/lb. and 
was refused, although GSA sold 


Distributors, added, “Some dis- 
tributors have been living on a 
turn-over of less than two times 
a year. With the increase in mill 
minimums, perhaps this can be 
raised to four to eight times a 
year.” 

Jules Brody, vice president, 
Adam Metal Supply Inc., Long 
Island City, emphasized that with 
few exceptions, distributors will 
be equipped to roller level, shear, 
slit and saw sheet and plate to 
specification, just as the mills 
have been doing. 

“The change will be econom- 
ical both for the mills and the 
warehouses,” said Brody. “l 


| some tin at less than this offered|think that eventually the mills 


price at its last sale. GSA feels| probably will extend the idea by 
the market price is firming up a| raising the minimum order for 
some knowledgeable gain for the! bit and it won’t sell its tin unless| non-standard sizes above 2,000 


bidders come closer. 
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For all your gasketing needs, choose from 
a complete line of Garlock materials. Re- 
gardless of service conditions, there is 
a specific Garlock style for the job. 


In either sheet form or cut to your specifi- 
cations, Garlock offers Style 7021 syn- 
thetic binder and long fibre asbestos, 
superior for hot oil service at 700°F; 

GAS KETS Style 7228 high quality neoprene bind- 
er and long fibre asbestos; for gasoline, 

for Plant naphtha, benzine and other hazardous 

Maintenance liquids and solvents, temperature to 
300° F; Style 7705 synthetic binder 
with blue African asbestos fibre, ex- 
cellent against hot and cold mineral 
acid; Style 900 long fibre asbestos with 
synthetic binder, for service against 
steam, gas, air, temperatures to 700°F; 
Style 7772, long fibre asbestos with 
synthetic binder, white in color, for 
service in chemical and petrochemical 
process equipment where leeching is a 
problem, temperatures to 700° F. Other 
gasketing materials available to meet 
your specific requirements. 


In rubber sheet form, Garlock offers Style 
7986 Neoprene sheet for flanged joints 
where oil resistant qualities of neo- 
prene are required; Style 8495 Buna-N 
sheet for gasketing against oils and 
solvents at temperatures up to 300°F; 
Style 7992 Neoprene rubber diaphragm 
sheet for wet natural gas, gasoline, oils 
at medium or high pressures; Style 
9296 Silicone-Dacron diaphragm sheet 
for hot or cold air, high aniline point 
oils and many fire resistant fluids at 
temperatures to 300°F. 


For tight sealing against high temperature steam and corrosive liquids, specify . 
Garlock gasketing...available in either sheet or cut form or special construction. For prompt delivery, complete gasket cut- 


ting facilities are available in Palmyra, 
N. Y., Houston, Texas, and San Fran- 
cisco, Calif. Get details by contacting 
the nearest of the 26 Garlock sales of- 
fices and warehouses throughout the 
U. S. and Canada. Or, write Garlock 
Inc., Palmyra, N. Y. 


GA RLOC HK 


Canadian Div.: Garlock of Canada Ltd. 
Plastics Div.: United States Gasket Co. 


Order from the Garlock 2,000 .... two 
thousand different styles of Packings, 
Gaskets, Seals, Molded and Extruded 
Rubber, Plastic Products. 
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Turn-Towls serve 
hundreds of firms for 
less than $3.00 

per employee per year 


Compare your present towel serv- 
ice with the benefits Turn-Towls 
can give you: 


@ Highest quality towels — that dry hands 
in seconds. Pure sulphate Turn-Towls are the 
fastest absorbing towels on the market (a test 
quickly proves it) — and strongest, wet or dry. 


@ Reduced waste — Controlled dispensing 
does it. The Mosinee Turn-Towl cabinet has a 
25-year record of reducing towel consumption 


Be MOSUNEE Yip” 


What do washroom towels cost your company? 


VYOWLS> 


and service costs. Custodians find the service 


easy to maintain. 


@ Better maintenance — Turn-Towl’s ex- 
clusive, new polished aluminum cabinet needs 
less attention to stay clean. It won’t rust, chip, 
‘wear out. If repairs are needed, simply replace 
the removable mechanism without taking cabinet 
from the wall. 


@ The-dispensers are free — leased and 
maintained free for use with Turn-Towls. 


A New Jersey firm reduced per-employee 
towel costs from $2.52 to $1.94 by switch- | 
ing to high-absorbency Turn-Towls. 


NOW read how other users are saving with Turn-Towls > 


BAY WEST PAPER COMPANY 
1096 West Mason Street + Green Bay, Wisconsin 


Please send me the information and materials I've checked below 


[) Name of my nearest distributor who will demonstrate Turn-Towls for me 
[) Free Turn-Towl Test Kit containing samples of Turn-Towls and literature 
(1) Consumer reports comparing Turn-Towls with competitive towels 

() Consumer reports on how other companies have saved with Turn-Towls 
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A North Carolina manufacturer cut annual 
towel costs from $480.00 to $196.00 
after changing to Turn-Towl service. 


, 


' 


You can write your owp economy story by turning to Turn-Towl 
service. Want details first? Send the coupon for complete infor- 
mation — your own fre ‘test kit. 


a te i ee 


WIE 


Sulelnoke Toursla- 


BAY WEST PAPER CO. 
GREEN BAY * WISCONSIN 


Subsidiary of Mosinee Paper Mills Co. 


